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Bank Insurance fo 
Keep on Fair Basis 
in Competition 


Deputy Superintendent 
Taylor Seeks to Avoid 
Massachusetts Mistakes 


ALBANY, N. Y.—With the appoint- 
ment of Dr. J. J. Powers of Albany as 
its medical director, the New York sav- 
ings bank life insurance central office 
has completed its official personnel and 
will be ready to handle the business that 
comes to it from the three issuing banks 
which will open their life insurance de- 
partments Jan. 3. As the new insurance 
system approaches its actual entry into 
the business of selling life insurance, the 
indications are that companies and 
agents face competition which, though 
aggressive, will be clean. — 

Paul R. Taylor, deputy insurance sup- 
erintendent in charge of the savings 
bank life insurance division, has for 
some years been pushing for savings 
bank life insurance in New York but he 
is no humorless zealot. He has many 
friends in the life insurance business and 
recognizes the value of their service. He 
does not subscribe to the notion that 
savings bank life insurance should get 
ahead by trying to cut the throats of 
agents. 


Avoiding Massachusetts Errors 


_ Evidence of a desire to avoid the un- 
fortunate vindictiveness that has marked 
the Massachusetts system’s promotion 
during the last few years is to be found 
in the literature that has been prepared 
lor the use of banks which will issue in- 
surance in New York or act as agents. 
This literature does mention low cost 
as a sales point and states that a large 
reason for this is that savings banks 
may not employ solicitors and that this 
“eliminates sales and collection com- 
Missions and the absence of waste due 
to over-selling,” but that is about as far 
as it goes. 

While the literature put out by Mr. 
Taylor’s office criticizes endowment in- 
surance as not meriting the popularity 
which it enjoys, it also warns that term 
Msurance is principally appropriate for 
temporary coverage and that the best 
type of policy is ordinary life. 

Gone Ahead Fast 


Mr. Taylor has gone ahead fast in his 
career as lawyer, assemblyman, and dep- 
ies insurance superintendent, for it is 
€ss than nine years since he was gradu- 
~ from Yale law school. He is a big, 
Teezy, likeable chap. At the same time, 
> _ shown a serious interest in his 

ork and in doing a good job at what- 
ever he has tackled. 
tc went to Rochester, N. Y., to prac- 

€ law as soon as he got his law de- 

~ from Yale. It was not long before 

got into politics and was elected to 
(CONTINUED ON PAGE 6) 





Sales Improvement 
Winds Up Year 


Big Mid-Season Slump 
Partially Offset in Later 
Months 


Marked life insurance sales improve- 
ment as 1938 closes somewhat mitigated 
the depressing sales slump earlier in the 
year. New life insurance for Novem- 
ber was 1.5 percent less than for No- 
vember, 1937, the Life Presidents Asso- 
ciation reported. Both ordinary and 
group showed increases, the best show- 
ing thus far this year. Other months 
have shown decreases ranging from 12.1 
percent to 28.9 percent. The total for 
the first 11 months was 20.4 percent 
below the 11 months last year. 

The report, covering 40 companies, 
for November shows their total new 
business was $671,262,000 against $681,- 
376,000 in November, 1937. New ordi- 
nary amounted to $444,818,000, against 
$427,729,000, increase 4 percent; indus- 
trial, $182,690,000 against $211,409,000, 
decrease 13.6 percent; group, $43,754,000 
against $42,238,000, increase 3.6 percent. 

For the first 11 months, total new 
business was $6,547,807,000 against $8,- 
228,115,000, new ordinary, $4,209,887,000 
against $5,128,401,000, decrease 17.9 per- 
cent; industrial, $1,952,763,000 against 
$2,426,168,000, decrease 19.5 percent, 
group $383,157,000 against $673,546,000, 
decrease 42.8 percent. 


RESEARCH BUREAU ESTIMATE 


November volume of ordinary busi- 
ness exceeded that of November, 1937, 
by about 3 percent, according to the 
Sales Research Bureau. This is the first 
time the business has shown a gain in 
1938. For the first 11 months of the 
year sales were 18 percent less than for 
the same period of 1937. With few ex- 
ceptions the gains for November were 
concentrated east of the Mississippi. 
New York showed the greatest gain 
with 22 percent. 





Musica Carried $150,000 
on His Life, Is Report 


NEW YORK— Philip Musica, who 
as F. Donald Coster headed the whole- 
sale drug firm of McKesson & Robbins, 
had a considerable amount of insurance 
on his life when he committed suicide, 
according to unconfirmed reports. While 
information on this point is not com- 
plete, indications are that he had close 
to $150,000 of life insurance. 

It is understood that Musica had ap- 
proximately $250,000 of life insurance 
several years ago but information is not 
available as to how much of this was 
discontinued between that time and his 
suicide last week. 


No Immediate Change in Oregon 


SALEM, ORE.—The Salem Insur- 
ance Agents’ Association sent a letter 
to Governor-elect Sprague requesting 
that Hugh H. Earle be retained as in- 
surance commissioner. Mr. Sprague re- 
plied that he is not contemplating any 
immediate change. 





Fidelity Investment 
Case Holds Interest 
of Insurance Men 


The hearing in the Fidelity Invest- 
ment Association case before the federal 
court in Detroit that was scheduled for 
Monday of this week was set ahead until 
later in the week. The action of the Se- 
curities & Exchange Commission in in- 
stituting proceedings to enjoin Fidelity 
from using the mails or engaging in in- 
terstate commerce was particularly in- 
teresting to life insurance people. 

In West Virginia, the state of’ its 
domicile, Fidelity is under the jurisdic- 
tion of the state insurance department 
and is classified as an “annuity com- 
pany.” The only other company so clas- 
sified in West Virginia is Investors Syn- 
dicate of Minnesota. 


Report Given as of Dec. 31, 1937 


As of Dec. 31, 1937, the annual report 
of the insurance department of the audi- 
tor’s office of West Virginia credits 
Fidelity with capital of $1,723,300, assets 
$32,708,812, net surplus $488,204, total 
liabilities except capital $30,497,307; 
amount on deposit with state officials 
(par value) $30,803,124. 

In some of the states in which it oper- 
ates Fidelity has been under the jurisdic- 
tion of the insurance department. In 
other states it was registered with the 
securities commissioner or the banking 
department. Now that SEC has brought 
this action against Fidelity, the latter’s 
license has been suspended in some of 
the states. 

In several of the states in which it 
operates, Fidelity has put up deposits. In 
Wisconsin and in Illinois the claim is 
made that the deposit is ample to cover 
the amount that has been paid in by the 
contract holders. Although probably the 
intention is that these deposits in the in- 
dividual states should be for the benefit 
of contract holders in those states, it is 
entirely possible that other theories 
might be asserted. 


Terms of the Contract 


Fidelity in recent years has been sell- 
ing a contract whereunder the purchaser 
pays in $15 a month for 126 months and 
then has the option of taking back $250 
a year for 10 years or a lump sum im- 
mediately or a lump sum deferred for 10 
years. The interest return to the con- 
tract holder varies according to the op- 
tion that he selects. For instance, if he 
takes a lump sum immediately after 126 
months, his return is about 2 percent, 
whereas if he takes a single payment set- 
tlement, deferred 10 years, the interest 
yield is about 4 percent and the $250 a 
year return is about 4 percent. 

A substantial surrender charge is 
placed against the contract and payment 
can be put off for 60 days after demand. 
For instance, after payments have been 
made for 30 months amounting to $450, 
the cash surrender value is $299. 


How Reserves are Constituted 


Life insurance actuaries have always 
been puzzled as to just how the “re- 
serves” of Fidelity are calculated. There 
is not the statutory requirement as to 
the reserves of Fidelity that there is for 
life insurance policy reserves. Some 
actuaries feel that the Fidelity reserves 
are about equivalent to the surrender 
values under the contracts. 

(CONTINUED ON PAGE 6) 





N. Y. Deparfment 
Jogs Companies on 
Annuity Reserves 


Advises That Annual 
Bolstering, Done by Some, 
Should Be General 


NEW YORK—The New York depart- 
ment this week called the attention of 
life companies licensed here to the ad- 
visability of charging off each year a 
portion of the losses that will inevitably 
arise by reason of too favorable interest 
and mortality assumption on annuities 
and on life income provisions of settle- 
ment options. The communication to 
the companies follows a survey made by 
the department this fall. 

Some companies have already begun 
this process by shifting part of their an- 
nuity business over to a more conserva- 
tive reserve basis each year. Annuity 
losses for companies licensed in New 
York totaled $14,807,550 for 1937 and a 
substantial share of this was due to 
shifting the reserve basis on classes of 
annuity contracts where the interest 
and/or mortality assumptions were the 
furthest out of line. These are particu- 
larly contracts based on American Ex- 
perience or McClintock’s tables, or on 
any table using a 4 percent interest as- 
sumption. 


Depends on Earnings 


While recognizing that the extent to 
which future losses can be taken care 
of in advance depends on the course of 
earnings, the department feels that in 
the light of changing conditions such 
a step is definitely in the best interests 
of policyholders and that companies in 
general should bear this in mind in 
charting their operations. 

The department’s letter which is not 
in the least hardboiled in tone, comes 
at a considerably more propitious time, 
from a company viewpoint, than it 
would have a few years ago, when drains 
on surplus from disability losses were 
at their peak. Domestic companies and 
some of the out-of-state carriers have 
pretty well got their disability reserves 
over to the so-called Class III basis, 
which comes fairly close to reflecting 
present day knowledge of disability ex- 
perience. 


Prepared Comparative Table 


In connection with its survey, the de- 
partment prepared a tabulation compar- 
ing the various annuity bases with the 
so-called standard annuity 3 percent 
table adopted by many companies, the 
middle of 1938. On the immediate an- 
nuities, taking the new standard 3 per- 
cent table as 100 percent, the ratio of 
the reserve on a like annuity issued at 
age 60 ranges from 80 to 90 percent on 
the McClintock reserve basis, the exact 
figure depending on whether 4, 3%, or 
3 percent reserve basis is used and 

(CONTINUED ON PAGE 9) 
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Selection of Agents, Quality 
Business, Congress Themes 





DETROIT—A star program featured 
the state-wide general agents and man- 
agers congress here, sponsored jointly 
by the Michigan State Association of 
Life Underwriters and Associated Life 
General Agents & Managers of Detroit. 
C. R. Eckert, general agent Northwest- 
ern Mutual here, and president man- 
agers’ association, presided in the morn- 
ing and Jack Rabinovitch, Northwestern 
Mutual, Flint, president of state asso- 
ciation, in the afternoon. Theme was 
“Setting the Course for 1939.” 

O. Fisher, vice-president Massa- 
chusetts Mutual, talked on “Modern 
Agency Management—A New Respon- 
sibility and a Great Opportunity.” Home 
office officials generally desire to do the 
best job they can for field men and pol- 
icyholders, he said. While decisions may 
seem out of line to agents, it is neces- 
sary to take a broad view of problems 
and solve them with an eye on their ulti- 
mate meaning to company and policy- 
holder. 


Demand Quality Business 


Distribution and service are vitally 
important to welfare of the companies, 
and are most difficult problems. Some- 
times a home office official not in the 
distribution end cannot realize impor- 
tance of maintaining steady flow of 
quality new business, yet this is vital. 

“Our principal function in the agency 
department of the home office is not to 
direct your production in the field so 


‘much as to afford you assistance and co- 


operation in your own direction of pro- 
duction effort,” Mr. Fisher said. “You 
general agents are like the building con- 
tractor who supervises the job, while 
the agency department is more like the 
consulting engineer to whom the con- 
tractor turns for help in solving his 
problems. In recent years the field 
forces have shown a greater attitude 
toward consultation with the home of- 
fice than in past years. 


Notes Some Criticisms 


“General agents have sometimes been 
guilty of careless selection of personnel 
and of not eliminating men unfitted for 
the business when it became evident 
they could not succeed in it. Perhaps 
we can be criticised, too, for not having 
brought the level of insurance owned in 
this country above the present low fig- 
ure. 

“The public is taking more interest in 
the operation end of the life insurance 
business today than ever before. The 
public is demanding that the distribu- 
tion and merchandising of life insurance 
be performed on a high ethical plane. 
Perhaps we have been remiss some- 
times in sending men into the field who 
are poorly equipped to do a good job of 
filling insurance needs, for permitting 
men to represent us who have no 
thought beyond the amount of commis- 
sion they earn. This means that it is up 
to us to supply more intelligent super- 
vision and training of our agents, we 
must be more careful in our recruiting 
and must eliminate unfit men from our 
agency forces.” 


Close Attention to Costs 


New men, he said, should be brought 
into the business on a basis of agency 
and company heads being willing to 
stand by them until they succeed or fail. 
If they fail, they must be put out of the 
business. Meanwhile, however, they 
should be given every assistance. Noth- 
ing is worse for an agency than to be 
loaded down with failures. 

Policyholders demand and are entitled 
to successful agency operation, he said. 
The general agent must be a good 
money manager and good business ex- 
ecutive, a planner and thinker, as well 
as doer. 

“There is an obligation on the part of 
the general agent not only to build his 
agency but also to build it within rea- 


sonable cost limits. From the home of- 
fice standpoint, we have been remiss in 
not explaining just what we considered 
to be the right pattern for economical 
operation. It is up to you to organize, 
deputize and supervise your business, to 
surround yourself with capable assist- 
ants and then give them a free hand, 
within limits. You must be the exciter, 
the driving force. You must motivate 
and stimulate. The business needs lead- 
ers, not bosses. The difference between 
them is that, when a breakdown occurs, 
the boss fixes the blame for it and the 
leader fixes the breakdown. 

“The appointment as general agent is 
not a reward for past services; it is an 
opportunity for further and more diffi- 
cult service. It is a great responsibility. 
It calls for sincerity and understanding. 


Tests for General Agents 


“I have eight questions I ask myself 
about a man whom I am considering for 
a general agency appointment: Is he un- 
selfish? Is he financially sound? Can 
he sell? Can he attract and recruit men? 
Is he possessed of ability, patience and 





sioner; Frank Young, Illinois department. 








BEFORE THE CAMERA AT COMMISSIONERS CONFAB 


Top row (left to right)—C. F. Smrha, Nebraska insurance director; G. M. Biel, 
New Mexico superintendent; R. L. Bowen, Ohio superintendent. 

Second row—Edgar B. Sims, West Virginia commissioner; M. V. Pew, Iowa com- 
missioner; Harlan Justice, deputy commissioner West Virginia. 

Third row—C. C. Neslen, Utah commissioner; P. J. Dunn, South Dakota commis- 


willingness to teach and train men? Is 
he a worker? Is he possessed of the 
qualities of leadership? I believe that 
these eight principles are the measure of 
a general agent or manager.” 

Life companies of America are fight- 
ing for the American agency system 
against forces that are trying to unseat 
it, F. D. Russell, president Security 
Mutual Life, Binghamton, N. Y., de- 
clared in a talk on “Agency Manage- 
ment—Where To?” He called attention 
to the savings bank insurance move and 
other factors attacking the agency sys- 
tem, declaring that the companies in- 
tend to preserve the system even though 
it may mean a hard fight to do so. In- 
creasing the membership of the under- 
writers’ associations will do much to 
help, since the legislators must pay at- 
tention to organizations representing a 
large share of the particular business. 


Tax Problem Is Critical 


One of the biggest problems today is 
the taxes, direct and indirect, that life 
insurance must pay, he said. No one 
objects to paying a just share of cost 
of government, but present taxation on 
insurance is appalling, and the tendency 
is toward still higher taxes. 

“It is time to call a halt on insurance 
taxation. Underwriters could do much 
along this line by staging an educational 
campaign to inform legislators of the 
fallacy of seeking still more tax money 
from the insurance’ business, which 











Agency Writes a Record 
Volume in Day 


_PITTSBURGH—The greatest 
single day’s volume of business in 
its 58-year history was reported 
by the Edward A. Woods Com- 
pany for the annual Equitable So- 
ciety “loyalty day” here last Fri- 
day. Unit totals showed 1,502 
cases for a total of $6,615,124, and 
14 group cases, with a total of 
$5,304,240. 








comes ultimately out of every policy- 
holder’s pocket. 

“The cost of distribution is inevitable. 
Some critics of the business claim that 
abolition of the American agency sys 
tem will automatically solve +his prob- 
lem, but that theory is absurd, 
Nevertheless, life insurance must be dis- 
tributed at the lowest possible cost 
consistent with safety and good manage- 
ment. 

“Better selection of agents and better 
selection of prospects both are neces- 
sary. The full-time men in the field 
must earn more money, which means 
that. they must get quality business, and 
quality business only, business that is 
sold to fill specific needs and conse- 
quently will be persistent. Writing qual- 
ity business means lower acquisition 
cost and less waste.” 

E. B. Thurman, general agent New 
England Mutual, Chicago, talked on 
“Stimulating the Older Agent.” Every 
man in an agency will go just so far, do 
just so much work, for money alone. In 
order to be really successful, he must 
have further motivation. It is necessary 
for the general agent to seek the main- 
spring of each man’s character that will 
enable him to be motivated to work 
harder. 


Search for Motivation 


True motivation comes from within, 
not without the individual. When a man 
is found who has dedicated himself to 
a cause, he will reach the heights. If 
he has no cause, perhaps one can be 
found for him. A man who will not fol- 
oad you beyond the dollar mark, fire 
nim. 

_ “Having a zeal for our business that 
is little short of madness is a priceless 
asset,” Mr. Thurman said. 

The visitors attended a Qualified Life 
Underwriters luncheon meeting at which 
Louis Behr, Equitable Society million- 
naire producer in ‘Chicago, was speaker. 
Mr. Rabinovitch called a meeting of 
state association officers and the Life 
Underwriters Council met in the after- 
noon. 


Delay of 12 Weeks 


in Prudential Suit 


ELIZABETH, N. J.—The _ suit 
against Prudential, involving the alleged 
withholding of $5,600,000 in dividends 
from the original stockholders and their 
heirs, was argued last week, but Vice- 
chancellor Stein reserved decision to 
allow Prudential counsel six weeks in 
which to file additional briefs and 
granted Samuel Seabury of New York, 
counsel for the Blanchard estate, an ad- 
ditional six weeks following the. filing 
of the Prudential’s briefs, in which to 
answer the latter. ; 

‘The Blanchard estate sued in equity 
court to obtain a declaratory judgment 
fixing the value of 585 shares of Pru- 
dential stock owned by the estate. The 
suit also asks that the accrued _ earnings 
on 29,415 shares of Prudential stock 
bought by the company at the time 0 
mutualization and since held in trust be 
distributed. ’ 

The arrangement under which the 
dividends have been accumulated was 
that part of the dividends on the stoc 
was to be held for the protection 0 
certain classes of policies in force a 
that time. The company has decline 
to distribute this accumulated fund, = 
the ground that the liability is not y¢ 
completely. discharged. 
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Occidental Life 
Not Affected 


California Company Issues 
Statement to Quiet Any 
Misgivings 


Occidental Life of Los Angeles has 
issued a message to its field organization 
that is designed to set at rest any mis- 
givings that might have been aroused 
concerning the company because of the 
action of Securities & Exchange Com- 
mission in calling a hearing for Jan. 16 
to determine whether the registration of 
capital stock of Transamerica Corpora- 
tion on the stock exchanges should be 
suspended or withdrawn because of cer- 
tain statements claimed to be “false and 
misleading’. contained in-the application. 
for registration and in form 24-K_ filed 
pursuant to the requirements of the se- 
curities exchange act of 1934. Occiden- 
tal Life is owned by Transamerica. The 
statement which is signed by Dwight L. 
Clarke, executive vice-president of Oc- 
cidental, is forthright. There is no at- 
tempt to dodge the issue. Mr. Clarke 
goes so far as to refer to a rumor which 
has been rather prevalent in insurance 
circles in the last few days that a deal is 
in the making for sale of Occidental Life 
to a large middlewestern company. 

“Undoubtedly nearly all of you have 
read something of the issues raised by 
the Securities & Exchange Commission 
in the case of Transamerica Corporation. 
Some of you have inquired of us as to 
how the same affect Occidental. As 
others may have the same question in 
mind it seems proper to answer it here 
for the better guidance of every repre- 
sentative of our company,’ Mr. Clarke 
asserts. 


Assets Are Separate 


“Transamerica owns all of the capital 
stock of Occidental Life Insurance Com- 
pany but the assets of the latter are en- 
tirely separate and apart from those of 
the parent company. These assets are 
either in our own vaults or in the cus- 
tody of the various state and provincial 
insurance departments where they have 
been deposited to comply with the laws 
in such jurisdictions. No matter what 
the outcome of the SEC controversy, 
our assets will not in any way be changed 
in amount or status. 

“As all of you know, Occidental has 
to comply with the very strict insurance 
laws in force in all states and provinces 
governing every life insurance company 
doing business there. Examiners from 
the states of ‘California, Washington, 
Colorado, Iowa, Minnesota, Missouri 
and Louisiana (and representing all the 
surance departments of the states in 
which Occidental is licensed), a few 
months ago completed the regular trien- 
nial examination of this company. They 
found it in a thoroughly solvent condi- 
tion and their report now filed in all 
jurisdictions _where Occidental is _li- 
censed showed after setting up complete 
and ample reserves for all liabilities and 
after giving effect to all adjustments 
made by the examiners that as of De- 
cember 31, 1937, current capital and sur- 
Plus were $2,272,672. 


Figure Has Been Increased 


“Our operations since that date have 
Substantially increased said figure. It 
s the opinion of our officers most famil- 
lt with the company’s affairs that Occi- 
ental was never in a stronger position 
than it is today and that 1938 bids fair 
{0 prove one of the most successful 
Years in its history, particularly from the 
‘tandpoint of earnings, soundness of as- 
“tts, and growth of agency force. Not- 
Withstanding these facts, which we be- 
a are realized by every Occidental 
a idle or malicious gossip may be 
need to take advantage of this con- 
ersy to the possible injury of Occi- 
‘tal if all of us are not aggressively 





Heads Connecticut General's 
Texas Expansion Program 








A. C. PRENDERGAST 


A. C. Prendergast, who is opening 
Texas for the Connecticut General Life, 
will have offices in the Republic Bank 
building in Dallas. Mr. Prendergast 
heads his own local agency. 

The Connecticut General will devote 








the known facts as to our own strong 
condition. 

“As you will undoubtedly wish to 
know something about Transamerica 
Corporation’s side of the question we 
are enclosing a copy of a letter sent to 
Transamerica stockholders on Decem- 
ber 1, 1938, by the president and secre- 
tary of that corporation. In our opin- 





its attention to the organization of north 
Texas with Mr. Prendergast in charge. 
Special attention is to be given Dallas 
and Fort Worth at first. Mr. Prender- 
gast will name a special agent to have 
charge of the developments in Fort 
Worth and surrounding territory. 

The Connecticut General was issued a 
license to write business in Texas last 
May but has just begun to complete 
preparations for actual writing. It is 
expected after the Dallas and Fort 
Worth territory has been organized the 
company will extend operations to other 
sections of the state, planting agencies 
in the larger cities and developing the 
adjacent territories from those agents. 
The company has been doing a loan 
business in the state for some time. 








ion it fairly states Transacerica’s posi- 
tion and is most reassuring to any un- 
prejudiced reader. It should enable you 
to answer questions and remove any 
doubt that may exist on the part of any 
policyholder or prospect. 

“At a time like this we may expect to 
hear wild rumors. We should be on our 
guard not to credit them but to wait con- 
firmation or denial from reliable sources. 
We have even heard this week for exam- 
ple that Occidental itself has been sold 
or is about to be sold to a certain eastern 
company. Not only is this rumor to- 
tally false but what is more—not a sin- 
gle officer or director has even so much 
as discussed or considered such a sale, 
nor has the other company named in 
this story ever approached us with a 
view to our purchase. We cannot state 
too emphatically that our management 
has no thought or intention of selling the 
company. 

“Occidental is not for sale!” 





New Office at Austin 

The Southern Life has established 
new offices for Austin, Tex., at 721-722 
Brown building, with J. S. Baldwin 
as agency manager. 








alert to challenge rumors and to assert 
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Preventing Aggrievement 


When age-adjustment results in a reduction in the death 
claim check, it is sometimes difficult to make the beneficiary 
see that the adjustment is fair and was provided for in the 


Two underwriters were discussing their practice when 
settling such a death claim. One of them said that despite 
his explanation the beneficiary might insist that she was being 
wronged. And he asked his companion how he handled a sim- 


“Well,” said the other, “I always explain, as simply as I 
can, the provision, contained in the policies of all companies, 
for adjustment of payment when there has been misstate- 
ment of age in the application. And I add:—‘But it doesn’t 
always work as in your case, Mrs. Morrison. 
month I handed a check to the widow of a man who had 
overstated his age, and had been paying premiums for a 
year older than he really was. The Company’s check was, 
of course, for a larger amount than the face of the policy. 
I wish it might have been so with you, but, as you see, the 


Usually, he said, this prevents an outbreak of aggrievement, 
and wholly satisfies the beneficiary. 


+ + 


THE PENN MUTUAL LIFE INSURANCE CO. 


Ws. H. Kincstey, President 
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Changes Announced 
in Two Forms 


New settlement options effective Jan. 
1 of the Northwestern Mutual require 
that corresponding changes be made in 
the amonut of proceeds to be provided 
under special retirement endowment and 
family income policies. Since the guar- 
anteed interest rate has been reduced 
on policy proceeds, it has been necessary 
to increase the term element of the fam- 
ily income policies and likewise under 
the special retirement endowment forms 
the maturity values have been increased 
to an amount which will provide $10 
monthly life income per unit from the 
new interest rate. These new premiums 
are shown in the accompanying table. 

The Northwestern Mutual dividend 
schedule for 1939 will be generally the 
same as the 1938 schedule but there are 
some few instances of decrease at the 
longer durations on 20 payment life and 
20 year endowment. These decreases 
are very slight and affect nothing earlier 
than the 20th year in the 20 payment life 
but occur as early as the 15th year in 
some cases under the 20 year endow- 
ment. 

The new rates follow: 


Annual Premium Rates 


Special Retire. End. Family Inc. 
55 60 6 60 Fe- 10-Y. 20-Y. 


Age Male Male Male male Ine. Inc. 

10 $27.85 $22.91 $19.55 $24.08 .... .... 
15 32.78 26.84 22.06 27.980 .... <... 
20 39.23 30.81 25.26 32.65 $26.31 $35.58 
25 48.18 36.77 29.45 39.11 29.00 35.58 
30 61.03 44.97 35.03 48.00 32.55 39.76 
31 64.28 46.98 36.36 50.18 33.41 40.79 
32 67.83 49.15 37.79 52.53 34.34 41.91 
33 71.71 51.48 39.32 55.06 35.33 43.12 
34 75.98 54.00 40.95 57.80 36.38 44.41 
35 80.69 56.74 42.70 60.77 37.51 45.80 
36 85.91 59.71 44.58 63.99 38.73 47.33 
37 91.73 62.96 46.60 67.52 40.05 48.97 
38 98.24 66.52 48.78 71.37 41.46 50.76 
39 105.57 70.42 51.14 75.61 42.99 52.70 
40 113.91 74.71 53.70 80.27 44.63 54.81 
41 123.45 79.49 56.48 85.45 46.40 57.10 
42 134.46 84.80 59.51 91.21 48.31 59.58 
43 147.34 90.73 62.82 97.66 50.37 62.28 
44 162.56 97.42 66.46104.93 52.60 65.22 
45 180,81 105.02 70.47113.18 55.02 68.42 
46 «+ EEGTL 474.93 1232.68 .... eae 
47 123.72 79.84 133.50 

48 135.40 85.35 146.22 

49 149.24 91.55.161.23 

50 165.80 98.58 179.23 





Baker Hits Million Mark 
for Second Time 


Harry J. Baker, general agent for the 
Bankers National Life in Boston, has 
passed the million dollar mark in new 
paid business for 1938, duplicating his 
production for 1937. Harry Baker has 
been the production leader for that com- 
pany eight years out of the 10 that he 
has been general agent. 

On Jan. 3 a triple celebration has been 
arranged to observe Mr. Baker’s 10th 
anniversary with Bankers National, his 
achievement in hitting the million dollar 
mark, and a bon voyage party on the 
following day. Mr. Baker will sail on the 
“Acquitania,” accompanied by his fam- 
ily, for a month’s vacation in England. 
He is a native Britisher. 





Can’t Contest Claim 


A life company after expiration of the 
incontestable period cannot contest a 
disability claim on the ground that ma- 
terial misrepresentations, subsequently 
admitted by the claimant, were made in 
obtaining the policv. even though the 
policy specifically excepts disability and 
double indemnity from the operation of 
the incontestable provision, a New York 
City municipal court judge has ruled in 
the case of Joseph Joseph against the 
Equitable Society. There was no ques- 
tion that the insured became disabled. 
While such a decision would ‘e of great 
importance if it were to be upheld by 
the higher courts it is not believed that 
there is not even a remote chance of 
this occurring. As decisions by the 
state’s higher tribunals have consistently 
construed similar clauses as giving the 
company the right to contest on the 





ground of material misrepresentations. 
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Courteous Cop 


TO POLICE YOUR 
PERSONAL AFFAIRS 


This policeman works for the LNL man. He 
operates through a little book called “The Or- 
ganizer.” In this book are listed easy-to-under- 
stand procedures for personal TIME CON- 
TROL. At the end of every month, this “courteous 
cop” presents his employer with a clear picture of 
the past thirty days’ work. Weak points as well as 
strong points are discovered. Weak points are 
cured. LNL men report greatly increased produc- 
tion when they employ this “policeman” of their 
day-by-day sales routine. 


NATIONAL LIFE 


~ COMPANY 


WAYNE, TED. 





Expand Home Office Agency 












Improved service for policyholders of the home office agency of the Penn 
Mutual Life in Philadelphia is announced by J. A. Stevenson, executive vice- 
president, available also to policyholders from elsewhere in the country who 
may be visiting the city. The agency is being expanded due to business growth. 
It is housed in the home office on Independence Square. The agency’s, growth 
has caught up with and passed the space capacity designed when the building 
was put up a few years ago. At that time the entire second floor of the new 
building and the adjoining old building was assigned to the agency. This policy- 
holders’ service branch has been equipped in the counting room on the first 








the agency, in charge. 


E. L. Reiley, in attendance. 


floor, and a complete staff installed, with Fred R. Ellis, a service expert of 


The new extension was opened, with President W. H. Kingsley, Mr. Stevenson, 
A. E. Patterson, vice-president, and the agency’s co-managers, J. H. Reese and 








Daniel Espouses Program 
of Legislation for Texas 


Commissioner Daniel of Texas recom- 
mends recodification of the insurance 
laws, in his annual report to the gover- 
nor. In addition he advocates certain 
specific changes. 

Mr. Daniel advocates passage of a 
law authorizing the department to re- 
fuse to license or to cancel licenses of 
out of state companies that refuse to 
open their books to representatives of 
the department. 

Mr. Daniel wants another law per- 
mitting the department to refuse to 
license companies that are domiciled in 
states that refuse “for no valid reason” 
to license Texas companies. 

Mr. Daniel wants a law giving the 
department authority to fix rates and 
prescribe uniform forms for local mutual 
aid associations. 

Mr. Daniel seeks to have field repre- 
sentatives of fraternals included in the 
agent’s license law. 

Mr. Daniel favors a law requiring not 
less than $250,000 capital and surplus 
before a stock life company can be 
licensed. He would have repealed the 
law permitting organization of so-called 
mutual life companies. 

Another recommendation is a statute 
to prevent a life company from investing 
more than a certain percentage of its 
assets in any one commitment. 


Clark Endorsed for Post 


CASPER, WYO.—The Casper Asso- 
ciation of Insurance Agents endorsed Ir- 
ving E. Clark, district manager Mutual 
Life of New York, for the post of insur- 
ance commissioner. He is one of six or 
seven men who have their “hats in the 
ring.” There is no indication as to who 
will get the appointment. It is gener- 
ally believed the appointment will not 
be made until after the new governor 
goes into office. It must be ratified by 
the state senate before its adjournment. 








Rescinds “Hospitalization” Order 


ATLANTA, GA. — Commissioner 
Harrison of Georgia has rescinded his 
order prohibiting life, health and acci- 
dent companies from writing contracts 
designated as “group life and hospital 
service,’ “hospital expense policy,” 
“group hospitalization,” and “hospital 
benefit policies,” which indemnifies the 
holder of the policy against hospital ex- 














pense or paying for hospital expense. 





Bay State Commissioner 
Files Legislative Wants 


BOSTON — Commissioner Harring- 
ton of Massachusetts has filed a num- 
ber of legislative proposals with the 
legislature. 

The commissioner favors a statutory 
requirement that group life policies con- 
tain a 31-day grace period following ter- 
mination of employment during which 
the insured may switch his protection 
to a permanent form without medical 
examination. At present this require- 
ment is by departmental edict. 

In connection with non-cancellable ac- 
cident and health policies, Mr. Harring- 
ton favors enactment of the requirement 
that notices be sent to the assured of 
premiums due. Some of the companies 
have been suspected of deliberately fail- 
ing to send such notices in the hope that 
the assured would forget about the date, 
thus giving the insurer an excuse to 
shake itself free from the risk. 





Metropolitan Revises Pension 


The Metropolitan Life has revised its 
pension program for its employes, tak- 
ing into account the provisions of the 
social security act. It is now offering 
an optional hospitalization plan to agents 
and employes earning under $5,000 a 
year, 





Middle Atlantic Actuaries Meet 


The Middle Atlantic Actuarial Club 
held its quarterly meeting at the home 
office of Acacia Mutual Life in Wash- 
ington with 17 members present. 

George Kenigson, assistant actuary 
Sun Life of Baltimore, presented a pa 
per “Industrial Surrender Values,” and 
led a discussion on the subject. In_the 
absence of L. C. Carlton, attorney Lité 
of Virginia, discussion of his paper 00 
“Aviation Riders” was led by E. M. 
Thoré, assistant counsel Acacia Mutual 
Life. The next meeting will be March 
3 in Washington. 





John J. Zilis, general agent Guarantec 
Mutual Life, in Roseland, a subur ‘4 
Chicago, died as result of an automobile 
accident there. He had represented the 
company as general agent three years, 
and also conducted a general insurance 
business. 





: rs 
Norcliffe S. Meyer, 47, for six yea 
agent at Texarkana, Ark., for the Aetna 
Life, died. 
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Nine-times Millionaire Is 
Optimistic About 1939 




















HENRY G. MOSLER 


Henry G. Mosler of the Massachu- 
setts Mutual in Los Angeles, has com- 
pleted another year by selling $1,000,000 
of insurance, his ninth consecutive year 
as a million dollar producer. 

In 1938 he was elected executive vice- 
chairman of the Million Dollar Round 
Table and the same year was elected 
president of the Los Angeles Life Un- 
derwriters Association. 

He entered the business in 1930, writ- 
ing that year $1,820,000 insurance. In 
1933, having completed three consecu- 
tive years as a million dollar producer, 
he became a life member of the Million 
Dollar Round Table. 

He has written over 60 lives so far 
this year with an average policy of about 
$18,000. While Mr. Mosler is working 
on larger policies, he devotes his time 
to writing smaller ones because he feels 
by doing this, his technique and morale 
are maintained. Waiting for the bigger 
ones to break he feels is the cause of 
many agents’ failures. 

Mr. Mosler predicts that 1939, regard- 
less of the rate and policy changes, 
should not affect the life insurance busi- 
ness because business is on the up trend. 
People will be earning more money and 
will require greater insurance estates as 
well as looking for outlets to invest their 
money. 


Superlative Loyalty Day 
NEW YORK—The Equitable So- 
ciety’s loyalty day campaign resulted in 


4,403 Tepresentatives writing 10,022 ap- 
plications for a total of $81,532,338 of 
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life insurance—a new record for these 
demonstrations and an increase of $15,- 
200,000 over the previous high record, 
established in 1929. Business written on 
loyalty day exceeded the entire 1937 new 
business for each of the nation’s life 
companies with the exception of the 18 
largest. The loyalty day volume was 
not at the expense of regular business, 
as the total for the first half of De- 
cember was 35 percent larger than for 
the same period last year. 





“Doggy” Calendar Is Put Out 


From the cover of Massachusetts 
Mutual Life’s 1939 calendar a wire 
haired terrier looks out, over the in- 
scription “Faithfully Yours.” On the 
12 monthly pages, a parade of popular 
thoroughbreds follow him, each breed 
being named and described on the in- 
side back cover. 

This calendar is being personally pre- 
sented by agents, whose. imprint it 
bears, to clients and their friends. 





Mrs. Roosevelt Not to Be Broker 


BOSTON—Mild interest attaches to 
the announcement Mrs. Eleanor Roose- 
velt, wife of the President, will become a 
director of the insurance firm of Roose- 
velt & Sargent in Boston to carry on 





the interests of her son, James Roose- 
velt, who has taken up a moving picture 
career in Hollywood. Under the state 
law, insurance department officials state, 
Mrs. Roosevelt would be required to 
register as a broker if she desired to 
participate actively in the writing of in- 
surance in this state, and up to the pres- 
ent time no broker application for reg- 
istration has been received from her. 





Julian and Newbauer Feted 


INDIANAPOLIS—Frank N. Julian of 
Alabama, president National Association 
of Insurance Commissioners, was guest 
speaker at a luncheon meeting of life in- 
surance people here in honor of Com- 
missioner Newbauer of Indiana. 

The meeting was sponsored by Indian- 
apolis Association of Life Underwriters, 
Indianapolis General Agents & Mana- 
gers Association, Indiana State Associa- 
tion of Life Underwriters, Association 
of Indiana Legal Reserve Life Insurance 
Companies, and Indianapolis Chapter C. 
L. U. Forty-four officials of Indiana life 
companies were introduced. 

Governor Townsend was a guest and 
welcomed the visiting officials. 

Mr. Julian, Mr. Newbauer, and the 
presidents of Indiana life companies 
were guests at a dinner and Christmas 
party given by the General Agents & 
Managers Association that evening. 





STOCKS 


H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gave the following stock quota- 





tions for life companies as of Dec. 20: 


Par Div.* Bid Asked 
Aetna Life ..... 10 1.35* 25% 27 
Central, Ei. ...- 10 aaa 9 12 
Cent. States Life 5 wea 2% 3% 
Columb. Nat. L..100 mate 65 72 
Conn. General .. 10 -80 25% 27% 
Contl. Assurance 10 2.00 36 38 
Federal Life .... 10 eas 4% 5% 


Great Southn. L. 10 
Kan. City ee 


Lincoln Natl..... 10 
New World Life. 10 .40 5% 6% 
No. Amer. Life. 10 “aa 2 2% 
N. W. National.. 
Ohio National... 10 . 
Old Line Life... 10 -60 11 12 


Philadel. Life... 10 wad 1% 2% 
Sun Life, Can...100 15.00 410 450 
Travelers. ..+<. 100 16.00 430 445 


Union Cent. Life 20 
Wis. National ... 10 


*Includes extras. 





As part of its 35th anniversary cele- 
bration the Life & Casualty is honor- 
ing President A. M. Burton in a produc- 
tion drive in January. 





Henry Stevens, Toledo agent of the 
Ohio State Life, has completed 250 weeks 
of consecutive weekly production. 
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Low Monthly Premiums. 


A $220,000,000.00 Mutual Company, 58 years old 
with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 


Look at Number 8... 


We mean just that—"'Unusually effective selling equipment." 
Experience proves that on the average one sale results from 
each seven presentations made. 


A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for your agents. 
A unique supervisory system. 

Organized Selling Plan. 

Unusually effective selling equipment. 


Policies for every purpose: Regular — Family — 
Juvenile—Women—Group—Payroll Savings, etc. 
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Bank Insurance to 
Keep on Fair Basis 





(CONTINUED FROM PAGE 1) 


the New York assembly for the 1934 
and 1935 sessions. He was the first 
Democrat ever elected from his as- 
sembly district. Much of his campaign- 
ing was on a strictly cold canvass, door- 
bell-pushing basis that would have 
aroused the admiration of any life in- 
surance agent. The then superintendent 
of insurance, G. S. Van Schaick, now 
vice-president of the New York Life, 
was also from Rochester. Observing 
Mr. Taylor’s abilities, he appointed him 
in the liquidation bureau of the insur- 
ance department, where he served for 
eight months under the man who was 
later to succeed Mr. Van Schaick as 
superintendent—L. H. Pink. 

In March, 1936, Mr. Taylor went to 
the insurance department proper as 
counsel, where he served until May, 
1937. In that capacity he handled the 
much publicized Stebbins, Leterman & 
Gates case, which was an action by that 
firm for a review of the superintendent’s 
revocation of its license. Life insurance 
friends of Mr. Taylor who may feel that 
he has gone over to the enemy by be- 





coming head of the savings bank insur- 
ance system might take comfort in re- 
membering that as the department’s 
counsel he fought the Investors Syndi- 
cate in an action to construe the New 
York statute prohibiting guaranteed 
mortgages. This firm and others of its 
tvpe are the outsanding competitors of 
the institution of life insurance. Though 
he lost this case, Mr. Taylor is still in- 
terested in the guaranteed mortgage 
situation as it affects Investors Syndi- 
cate. 

While in Rochester Mr. Taylor was 
secretary and counsel to the Rochester 
Hospital Service Corporation, the first 
of the now popular hospitalization plans 
to be chartered in New York state. It 
has more than 100,000 members and is 
the largest in the state outside of New 
York City. He was also a director of 
the Abstract Title & Guaranty Com- 
pany of Buffalo. 

Appointed a deputy in May, 1937, he 
has since that time worked on life in- 
surance, casualty and rating and has put 
in much time on the drafting of the pro- 
posed New York insurance law re- 
vision. During 1936, 1937 and 1938 he 
handled legislation for the insurance de- 
partment. The most important measure 
during that time was undoubtedly the 
law, which goes into effect Jan. 1, reduc- 





ing the interest rate on policy loans to 
5 percent. 

Mr. Taylor took over the job of head- 
ing the savings bank life insurance sys- 
tem July 1 of this year. His office has 
charge of drafting and printing forms 
and policies. Rates have been de- 
termined by the savings bank division’s 
actuary, Carl F. Vietor, who for 11 
years was assistant actuary for the Mas- 
sachusetts system. 

That life insurance men who know 
Mr. Taylor do not regard him as agents 
in Massachusetts look upon Savings 
Bank Commissioner Judd Dewey may 
be inferred from the fact that Mr. Tay- 
lor was invited to address the Life 
Managers Association of Rochester and 
after his talk the organization passed a 
resolution to cooperate with him. 


Fidelity Investment Case 
Holds Interest 


(CONTINUED FROM PAGE 1) 


With the inclusion of a life insurance 
deal, these fidelity contracts are adver- 
tised as being “self completing.” A life 
insurance company issues a “multiple 
life policy” whereunder the payments, as 
they fall due, are completed for those 
contract holders who died before the 10- 
year paying in period ends. 

To a certain extent the Fidelity propo- 
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sition has been a competitor of life in- 
surance. It has been competitive, how- 
ever, only with investment types of life 
insurance such as short term endow- 
ments, annuities, etc. On paper, the 
Fidelity proposition seems a good deal 
more attractive than the 10-year endow- 
ment of a life company, for instance. 

The selling technique of Fidelity rep- 
resentatives is quite similar to that of in- 
surance agents. As a matter of fact, 
some life insurance people have felt that 
Fidelity so far as its sales procedure was 
concerned, had an edge on life insurance 
because it had merely one proposition to 
offer. The solicitors have been able to 
concentrate on this one package. That 
has made for quick sales inasmuch as the 
prospect had no choice. 

The bill of complaint of SEC states 
there are about 60,000 purchasers of 
Fidelity contracts throughout the coun- 
try. The complaint alleges that Fidelity 
“has engaged and is now engaging in 
transactions, practices .. . which operate 
... asa fraud and deceit upon the pur- 
chaser of such securities.” 

SEC charges that Fidelity failed to 
maintain deposits as required by the 
West Virginia law and by its contracts. 

The assets, according to the com- 
plaint, for the most part represent a 
combination of funds segregated in and 
belonging to special contract funds that 
are restricted for the exclusive benefit of 
specified classes of contract holders. 

The Milwaukee “Journal” quoted H. 
M. Steussy, Wisconsin supervisor for 
Fidelity, as saying that the matter is 
purely a routine check up by the SEC. 


File Receivership Petition 


This week a group of Philadelphia 
contract holders requested in federal 
court at Wheeling appointment of a re- 
ceiver for Fidelity. Further payments 
by contract holders would be placed in 
a separate fund under the proposed re- 
ceiverships. 

Commissioner Sims of West Virginia 
asserted that as of June 30 Fidelity had 
securities sufficient to meet the cash de- 
mand under the contract terms. That 
lends credence to the theory that Fidel- 
ity reserves are merely equivalent to the 
cash surrender value. 

Carnid Thompson, president of Fidel- 
ity, said the executive committee had 
voted to register with SEC. Directors 
of Fidelity state they will go far to meet 
demands of SEC so as to avoid litigation. 

Investors Syndicate of Minnesota an- 
nounces its intention to register with 


SEC. 
CEASE ORDER IN TENNESSEE 


NASHVILLE—The department of 
insurance & banking has issued a cease 
order forbidding the sale of certificates 
of Fidelity Investment Association in 
Tennessee pending the disposition of al- 
legations of fraud practices, filed by 
SEC. H. G. Trythall, assistant state 
commissioner, declares that $125,000 has 
been deposited in the state by Fidelity 
and that investors in the state are pro- 
tected in the amount of the surrender 
value. of their contracts. Mr. Trythall 
states that his department has been 
studying the concern since October and 
that its findings were placed in the hands 
of SEC. 


IN MICHIGAN SINCE 1925 


LANSING, MICH.—Fidelity Invest- 
ment Association was admitted to Michi- 
gan in 1925 through the insurance de- 
partment and it has since been relicensed 
by the department. It has used life 
company forms in filing statements but 
has never paid a premium tax. The 
Michigan authorities have never exam- 
ined Fidelity. 

Fidelity agents are licensed through 
the department and also represent _Lin- 
coln National Life which insures Fidel- 
ity contract holders under a multiple 
life plan. 





George M. Sink, Jr., is now cashier = 
the New York Life’s agency at yor 
ville, Tenn., following transfet Biiec 
Little Rock, where he _ was assistant 
cashier of the Howard H. Conley 8°" 
eral agency. He has been with the err 
pany 13 years. His father is completiné 
a record of 29 years as local agent « 





Newport, Ark. A brother, J. P. Sink, Is 
with the company at Jackson, Miss. 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 
in Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





New England Mutual 
Dividends Shown 


The schedule of “shares of surplus” 
(or dividends) for 1939 was announced 
by New England Mutual Life, applicable 
to policies issued since Jan. 1, 1908, on 
3 percent American Experience basis. 

The illustrations are on $1,000 insur- 
ance unit. Proceeds of policies left as 
trust funds and dividends left on de- 
posit, will receive 314 percent interest. 
The dividend illustrations for three 
more popular forms are: 


Ordinary Life 
Dividend End of Year 
1 5 10 
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20-Payment Life 
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Age $ $ $ $ 
ere 5.04 6.26 8.00 10.11 12.49 168.02 
: Re 5.07 6.30 8.01 10.11 12.49 168.32 
ye 5.11 6.34 8.04 10.11 12.50 168.73 
es sac 5.15 6.39 8.06 10.12 12.51 169.11 
ae 5.19 6.41 8.05 10.13 12.73 169.86 
Sr 5.24 6.47 8.06 10.14 12.74 170.41 
. a 5.30 6.49 8.10 10.16 12.75 170.95 
, | See 5.385 6.56 8.11 10.18 12.76 171.53 
| ee 5.41 6.62 8.13 10.20 12.78 172.68 
ie ccc 5.47 6.65 8.11 10.23 12.79 173.23 
87..,...5.55 6.70 8.12 10.27 12.81 173.87 
| 5.63 6.76 8.13 10.30 12.83 174.63 
eee 5.72 6.79 8.14 10.37 12.86 175.53 
Mes wes 5.82 6.83 8.20 10.45 12.88 176.64 
, ee 5.93 6.82 8.23 10.53 13.00 177.68 
C) Ee 5.96 6.81 8.31 10.62 12.95 178.70 
+ 0 @e 6.88 8.38 10.72 12.98 180.06 
oo 6.97 8.47 10.83 13.02 181.88 
at 7.08 8.57 10.96 13.07 183.97 
4 7.10 8.67 11.09 13.12 185.22 
0 7.13 8.79 11.24 13.18 186.86 
‘ 7.16 8.92 11.40 13.25 188.67 
4 7.20 9.05 11.58 13.32 190.69 
1 7.22 9.19 11.77 13.65 193.14 
3 7.23 9.42 11.99 13.74 195.86 
eS 6.04 7.35 9.66 12.22 13.85 199.10 
| Se 6.05 7.53 9.93 12.47 13.97 202.82 
|” CORR 6.08 7.73 10.22 12.74 14.10 207.11 
a 6.1 7.93 10.52 13.04 14.24 212.03 





Equitable of lowa Announce 
Changes Effective Jan. 1 


Equitable of Iowa Jan. 1 will bring 
out a new policy form in which the trust 
fund agreement will be based on the 
guaranteed interest of 2% percent and 
the life income option will be changed 
to correspond to the new annuity tables. 
Other options will be unchanged. 

Revision of the life income options 
makes it necessary to revise the retire- 
ment contracts because of the lower 
monthly income which will now be paid 
by $1,000 of proceeds at the retirement 
age. Thus, the income endowment poli- 
cies, both participating and non-par, will 
have higher maturity values with corre- 
spondingly higher values throughout the 
contract, and the income continuation 
policy, which does not carry insurance, 
will have the same schedule of surrender 
values but a reduced table of monthly 
income per $1,000. 


New Maturity Values 


The new maturity values for the in- 
come endowment will be: Age 55, 
$1,893; age 60, $1,701; 65, $1,523. These 
amounts provide $1,000 insurance and 
$10 monthly income after maturity for 
male life, or for female life the income 
is $9.07, $8.98, $8.96, respectively. 

These policies will contain a common 
disaster clause reading: “Any unpaid 
proceeds, due or to become due any de- 
ceased primary beneficiary who dies 
after the insured, shall pass to the sur- 
viving primary beneficiaries, if any, oth- 
erwise to the surviving contingent bene- 
ficiaries, if any, unless otherwise di- 
rected.” This clause should avoid much 
litigation between heirs of the bene- 
ficiary and of the insured. 


Several Changes in Practice 


Several changes in practice will also 
be made Jan. 1, several of which are 
liberalizations of settlement agreement 
rules. Chief among these is the allow- 
ance of proceeds from the double indem- 
nity clause to be included under the set- 
tlement options. The income continua- 
tion contract will no longer guarantee 
the right to change the policy to a life 
insurance policy, but such a change will 
be allowed in practice until such time 
as the company decides to withdraw 
that. privilege. There has been some 
abuse of the company’s liberality in al- 
lowing participating term policies to be 
converted to non-participating perma- 
nent plans and also of the practice of 
allowing original date conversions after 
the conversion period of the term policy 
had expired. Because of these abuses 
it is necessary for the company to dis- 
continue these practices. 

Sample rates for the new income en- 
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is still 
THE SHORTEST DISTANCE 
BETWEEN POINTS 


Shortening the distance between 
prospect and insurance agent for 
their mutual profit is the motivating 
factor behind the field organization 
program of General American Life. 

Through the availability of its 
*multiple-lines and correlated sys- 
tems of sales promotion General 
American Life fieldmen present at- 
tractive plans of protection for the 
insurance buyer. 

That the agency system in opera- 
tion is profitable alike to agent and 
general agent, is evidenced by the 
number of men voluntarily seeking 
agency contracts with General Ameri- 
can Life, and in the steady, solid 
growth ofits entire field organization. 

Successful insurance men are 
alert to the advantages of affiliation 
with this strong, soundly managed, 
agency-minded company. 

Assets in excess of $120,000,000. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


Dismemberment ¢ Group Hospitalization 
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dowments and the new schedule of in- 
come per $1,000 of proceeds for the in- 
come continuation policy are shown 
herewith: 

Annual Premium Rates 

Income End. Income End. 


Participating Non-Participating 
Age at55 at60 at65 at55 at 60 at 65 


10.. 28.41 23.23. 19.66 ; 

15.. 33.48 26.77 22.24 27.21 21.36 17.50 
20.. 40.23 31.41 25.54 33.43 25.42 20.29 
25.. 49.52 37.58 29.83 42.12 30.98 24.03 
30.. 62.88 46.10 35.59 54.79 38.85 29.22 
35.. 83.34 58.31 43.48 74.31 59.33 36.47 
40..117.87 76.96 54.81 107.21 67.81 46.93 
4 «+. 108.43 72.1 97.45 62.97 
50 ee 101.14 90.27 


Monthly Income for Each $1,000 of Pro- 
ceeds applied under income 
continuation 


Life Annuity Refund Annuity 





Male Female Male Female 
$4.91 $4.45 $4.51 $4.17 
5.01 4.53 4.59 4.24 
» S28 4.62 4.67 4.30 
. 5.24 4.71 4.75 4.37 
- 5.37 4.81 4.83 4.44 
5.50 4.91 4.92 4.51 
- 5.63 5.01 5.02 4.59 
5.78 5.12 5.12 4.67 
- 5.93 5.24 5.22 4.75 
6.09 5.37 5.32 4.83 
6.26 5.50 5.44 4.92 
6.44 5.63 5.55 5.02 
6.63 5.78 5.67 5.12 
6.83 5.93 5.80 5.22 
7.05 6.09 5.94 5.32 
7.27 6.26 6.07 5.44 
7.51 6.44 6.22 5.55 
7.76 6.63 6.37 5.67 
8.03 6.83 6.53 5.80 
8.32 7.05 6.70 5.94 
8.62 7.27 6.88 6.07 





Drops Guarantee to 3 Percent 
National Guardian Life of Madison, 
Wis., is bringing out new policies com- 
mencing Jan. 1 with policy loan inter- 
est at 5 percent instead of 6 percent and 





with interest rate on dividends and pro- 
ceeds left with the company guaranteed 
at 3 instead of 3% percent. 

National Guardian will revise its an- 
nuity premiums and life income settle- 
ment options but will make no change in 
the income endowment at 65 rates inas- 
much as somewhat smaller earnings on 
this policy can be taken care of through 
a change in dividends. 


Travelers Changes 
Are Reviewed 


Policies of Travelers do not ordinar- 
ily carry the usual tables of settlement 
options, the company preferring to have 
the distribution of proceeds arranged at 
time of issue under one of the several 
trust agreements which are available. 
Such agreements may be added or 
changed at a later date. However, in 
addition to a general revision of these 
trust agreements, on Jan. 1, Travelers 
will issue a retirement endowment at 65 
which will carry all the usual income 
options. 

This contract will be written for $1,000 
insurance and maturity value which will 
provide a monthly income of $6.10 for 
men or $5.49 for women as a cash re- 
fund annuity. On the usual 120 months 
certain basis, the income is $6.67 or 
$5.96, respectively. Thus, $1,500 insur- 
ance on a male life or $1,678 on a fe- 
male life, will produce an income of $10 
a month under this option. In addition 
to the options carried in the policy, 
Travelers will offer a joint and two- 
thirds survivorship annuity upon request. 

The maturity values on retirement in- 
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come contracts have ‘been increased 
naturally requiring an increased pre- 
mium. Family maintenance rates are re- 
vised showing a decrease except at the 
higher ages for the 20 year plan. Tra- 
velers discontinues the family security 
income benefit which was a form of fam- 
ily income, and pension insurance which 
provided $500 death benefit with each 
$10 monthly income unit. 

New premiums occasioned by these 
changes are shown in the accompanying 
table. 

Annual Premium Rates 


Retirement Income 


Male Female Re- 
Ine. Ine. Ine. Ine. tire Fam. 
Beg. Beg. Beg. Beg. ment Main. 
Age Age Age Age End. 20Yr. 
Age 60 65 55 60 65 Rider 
10 $18.52 $15.28 $25.14 $19.90 $12.80 . 
21.80 17.65 30.35 23.51 14.55 .... 
20 26.07 20.66 37.31 28.24 16.72 $. 8.82 
21 27.07 21.36 38.97 29.36 17.22 8.85 
22 28.14 22.10 40.72 30.54 17.75 8.89 
23 29.28 22.88 42.61 31.80 18.32 8.94 
24 30.47 23.70 44.64 33.14 18.91 9.00 
25 31.75 24.56 46.82 34.55 19.54 9.08 
26 38.12 25.47 49.17 36.06 20.21 9.17 
27 34.57 26.44 51.71 37.66 20.92 9.27 
28 36.12 27.47 54.47 39.39 21.67 9.38 
29 $7.78 28.57 57.49 41.23 22.48 9.49 
30 39.57 29.74 60.82 43.23 23.35 9.61 
31 41.50 31.02 64.46 45.36 24.27 9.77 
32 43.61 32.38 68.42 47.70 25.27 10.03 
33 45.90 33.86 72.69 50.24 26.25 10.48 
34 48.41 35.44 77.34 53.01 27.39 10.98 
35 51.16 37.14 82.43 56.08 28.61 11.52 
36 54.16 38.96 88.03 59.40 29.93 12.06 
37 57.42 40.92 94.22 63.01 31.36 12.65 
38 60.96 43.03 101.15 66.93 32.78 13.32 
39 64.81 45.30108.88 71.21 34.44 14.04 
40 69.00 47.79 117.64 75.86 36.23 14.86 
41 73.59 50.53 127.70 80.94 38.19 15.91 
42 78.67 53.55 139.31 86.58 40.31 17.09 
43 84.85 56.82152.91 92.89 42.64 18.39 
4d 90.68 60.36 169.27 99.91 45.20 19.85 
45 97.84 64.18 189.11 107.88 48.01 21.46 
46 106.02 68.36 ....117.02 50.34 Bens 
47 115.51 72.98 127.63 53.72 
48 126.63 78.12 140.01 57.23 
49 139.90 83.86 154.76 61.45 
50 156.02 90.36 172.72 66.22 
51 ss 97.78 o:6'e-0) eee 
52 106.38 és. ewe 
53 116.40 83.83 
54 128.27 92.26 
55 142.54 102.37 


Fidelity Mutual Is 
Making Changes 


The dividend scale of the Fidelity 
Mutual Life will continue on premium 
paying policies on 3 percent reserve 
basis. This means that under all these 
plans, except term and single premium, 
1939 dividends will show normal in- 
crease over the amount apportioned for 
1938, under term, dividends will remain 
level as heretofore. 

Under premium paying policies in the 
old group—issued prior to June 1, 1935, 
before adoption of the present reserve 
basis—the scale effective Jan. 1, will 
yield each policy a dividend at least 
equal to that credited at its last anni- 
versary. 


Some Dividends Reduced 


Dividends applicable to single 
premium plans, full paid and paid up in- 
surance and the various groups of re- 
tirement annuities, will be on a reduced 
scale, the reductions being a result of 
the continuing low interest earnings. 

The distributive interest rate on divi- 
dends will remain unchanged—3.5 per- 
cent. Effective Jan. 1, interest rate on 
policy proceeds likewise will be 3.5 per- 
cent, or one-tenth of 1 percent less than 
the present rate. 

The new dividend book is in course 
of preparation to show also revised op- 
tional modes of settlement which will be 
effective in policies issued after Jan. 1. 

“While lowered interest rates have 
during the past year increased the cost 
of annuities and other investment-type 
contracts, it is gratifying to know that 
this factor is of lesser importance un- 
der the premium paying plans which 
primarily provide insurance protection— 
the essential service furnished by a life 
insurance company to its members,” 
comments President Walter LeMar 
Talbot. 

Loan provision in new policy forms 
will specify 5 percent interest rate. In 
new policies edition interest rate guar- 
anteed under Options 1 and 4 will be 
2% percent, and instalments under Op- 
tion 2 are computed at 2% percent. A 





provision for paying any additional in- 
terest that is declared is incorporated. 

Basis for Option 3, (life annuity bene- 
fit), is the new standard annuity table 
with a 3 percent interest rate. Option 
2 and Option 3 have been enlarged, table 
for Option 2 showing instalments for 
periods from one to 30 years, and table 
for Option 3 including instalments for a 
refund annuity. 

No change in cash surrender or other 
non-forfeiture values is being made. 
Single premium life annuities are being 
continued on the present premium rate 
basis. No special revision of income for 
life plans is being made. Premium rates, 
maturity cash values and _ maturity 
monthly income are being continued on 
the current basis at present. Family in- 
come and family maintenance riders are 
being continued on their present basis. 
As of Jan. 1, retirement annuities will 
be revised to the new annuity table. In- 
come return at maturity will be on 
somewhat reduced basis. 

Continuous instalment policies are be- 
ing withdrawn as is five year non-renew- 
able convertible term. . Jan. 1, a five- 
year renewable and convertible term be- 
comes available, issued ages 20-55. It 
may be renewed for successive periods 
of five years until insured passes insur- 
ance age 60, and converted to permanent 
plan at any time. Minimum policy 
issued will be $5000. Sample premium 
rates per $1000 are: Age 25, $11.00; 30, 
$11.54; 35, $12.36; 40, $13.95; 45, $16.60; 
50, $21.34. 

The current policy forms will be with- 
drawn Dec. 31. 





Pan-American Adopts New Forms 


New policy forms, measuring 
814"x14”, will be used by the Pan- 
American Life in 1939, for practically all 
present plans of life insurance and an- 
nuities. Phraseology has been greatly 
simplified so that the average policy- 
holder may experience no difficulty in 
understanding the standard and special 
provisions. 

The new policy is a loose-leaf ar- 
rangement, with the face and back form- 
ing one sheet, folding so that one or 
more sheets may be inserted. The back 
panel is a diminutive policy face, pro- 
viding. for policy number, name and 
amount, All provisions and values of 
the policy have been printed on sheet 
inserts, which will be fastened in the 
policy. The new policy jacket will be 
of transparent cellulose acetate. 





Equitable of Washington 
Has General Rate Increase 


Equitable Life of Washington, D. C., 
will have a general rate increase Jan. 1. 
Term and endowments at 85 rates for 
age 50 and over remain the same but all 
other forms change throughout. The 
amonut of this increase appears to be 
les than $1 per $1,000 except for retire- 
ment plans where a larger maturity 
value is required than under old plans. 
The accompanying table will give an 
idea of the new schedule. 


Annual Premium Rates per $1,000 


Retire- 
Pref. 20 P. ment 
Risk End. End. 20Yr. Inc. 


Ord. Age Age 20Yr. Age 10 Yr. 
Age Life 8 65 Term 


5 85 End. 
15 $12.20 $13.15 $21.00 $42.70 $17.66 ...- 
20 13.48 14.53 22.33 42.89 21.35$ 8.33 
25 15.26 16.49 24.27 43.07 25.81 8.58 
30 17.64 19.00 26.65 43.41 31.33 9.02 
35 20.82 22.51 30.24 44,18 38.73 10.00 
40 25.05 27.20 34.73 45.60 49.46 12.13 
45 30.65 32.86 39.61 48.01 65.59 15.83 
50 38.08 40.63 46.15 51.87 92.71 21.59 
55 47.97 51.41 55.09 57.89 147.23 30.89 
60 GL2t CESS C778 ..5. bos . seer 
65 SIGE? Valdes. paren’ vee 





Columbia Life Quits Annuity Field 

Columbia Life of Cincinnati, is dis- 
continuing the writing of all annuity 
business after Jan. 1. Only a smal 
portion of its business has come from 
annuities in the past. 


J. H. Ullman, 62, a member of the ce 
cinnati and San Antonio, Tex., agers 
of the Union Central Life for 20 yeat® 
died at Cincinnati. 
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Jogs Companies on 
Annuity Reserves 








(CONTINUED FROM PAGE 1) 


whether the annuitant is a man or a 
woman. 

At the same age, the American Ex- 
perience 3% percent calls for a reserve 
of 82 percent for males and 72 percent 
for females, as compared with the 
standard 3 percent table. Also at age 
60, reserve values on the Combined 
Annuity table range from 83 to 92 per- 
cent of the standard table, again de- 
pending on whether a 4, 3%, or 3 per- 
cent rate is assumed, and to a slight 
extent on the sex of the annuitant. 
Again using age 60, the American An- 
nuitants (ultimate) basis calls for a re- 
serve of from 81 to 90 percent of the 
new standard table, and, like the Com- 
bined Annuity basis, the exact percent- 
age depends considerably more on 
whether 4, 334, 3%, or 3 percent inter- 
est is assumed. 


Lower at Higher Ages 


In every case, if a higher initial age 
for starting the contract is assumed, 
the reserve basis is a smaller percent- 
age of the new standard table than the 
same mortality table and interest as- 
sumption would call for at age 60. This 
is shown most strikingly in the case of 
McClintock 4 percent table, where a 
contract on a female annuitant age 60 
would call for 80 percent of the new 
standard table. If the contract were pur- 
chased at age 70, however, the ratio of 
the McClintock 4 percent reserve to the 
new standard reserve would be only 76.8 
while at age 80 it would be only 71.3 per- 
cent. 

Assuming that the new standard an- 
nuity table is exactly correct, the ratio 
which each of the other bases bears to 
the standard table indicates the extent to 
which of these contracts is shy of com- 
plete adequancy. In general, the less 
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adequate the reserve basis, the longer 
the business has been on the books and 
the less of it still remains on that basis, 
either because comparatively little of it 
was sold, or because of deaths among 
annuitants, or, in the case of some com- 
panies, money has been put into re- 
serves to bring them to a basis that 
more nearly reflects actual interest and 
mortality conditions. 


Situation with Options 


The inadequacy in reserves is even 
more marked where the annuity provi- 
sions under settlement options are con- 
cerned. The New York department’s 
comparison of 20-year deferred annui- 
ties on various bases to the standard de- 
ferred annuity 3 percent table indicates 
that if the standard table is exactly cor- 
rect other reserve tables are as little as 
23 percent adequate at certain ages. This 
class of annuities constitutes the life in- 
come portion in the annuity option which 
takes up as the 20-year certain period 
ends. The income paid during the 20 
year certain period does not involve life 
contingencies and hence does not call 
for the use of an annuity table. 

At age 40, male, a 20-year deferred an- 
nuity on the McClintock basis calls for 
a reserve which ranges from 58.9 to 77.0 
percent of the standard 3 percent annu- 
ity value, the exact figure depending on 
what interest assumption is used. At 
age 60 the range is from 42.2 percent to 
52.9 percent of the standard table. The 
corresponding percentages for females 
range from 61.5 to 81.2 at age 40 and 
from 43.2 to 54.4 at age 60. 


Where Basis Is Shy 


It is on the American Experience 3% 
percent basis that the greatest inade- 
quacy appears. This basis calls for only 

7.5 percent of the standard table at age 
40 and 37.5 percent at age 60 in the case 
of men; while for women age 40 it calls 
for 55.7 percent of the standard table 
and for women age 60 the extremely in- 
adequate percentage of 23.0. The Amer- 
ican Experience 3 percent table is some- 
what more adequate, as might be ex- 
pected of the lower interest assumption. 

The Combined Annuity table gives ra- 
tios ranging from 68.8 percent to 90.4 
percent of the standard table for males 
at age 40; and from 55.3 percent to 69.5 
percent for males age 60, the exact fig- 
ure in each case depending on whether 
a 4, 3%, or 3 percent interest assumption 
is used. The same table for women 
gives percentages of the standard table 
as follows: Age 40, 67.2 percent to 89.1 
percent; age 60, 54.8 percent to 69.5 per- 
cent. For equivalent ages and interest 
assumptions, the American Annuitants’ 
(ultimate) table gives percentages of the 
standard table which are from one to 
seven points lower than the Combined 
Annuity table. In the ratios on like an- 
nuities and deferred annuities on the 
American Annuitants’ (ultimate) basis, 
the values for the female table were ob- 
tained by stepping back the male table 
four years. 


Sought Annuity Analysis 


In going into the annuity reserve sit- 
uation, the New York department was 
interested in getting an analysis of 1937 
business which would include reserves 
for supplementary contracts involving 
life contingencies, the analysis separat- 
ing the reserves according to rates of in- 
terest, mortality standards and modifica- 
tion of these standard classifications, if 
any, and in addition showing the years 
of issue of the contracts under consider- 
ation. The department’s questionnaire 
asked that if reserves for that portion of 
supplementary contracts not involving 
life contingencies are included in the an- 
nuity liabilities, these should be reported 
separately. On the other hand, if re- 
serves for these annuities certain are 
not computed exactly, the department in- 
dicated that an estimate would be ac- 
ceptable. 

The questionnaire also included the 
following queries: 

1. What proportion of death elaim or 
endowment proceeds becoming payable 
in 1937 were applied under a life income 
option (either refund or non-refund) ? 





2. On what basis were such settle- 


ment options, so selected in 1937, valued? 

3. Has your company set aside or ac- 
cumulated any extra reserves for annui- 
ties or supplementary contracts written 
on standards which do not adequately 
measure present longevity or interest as- 
sumptions? If not, doés your company 
have such steps in mind? 

4. The proposed New York insurance 
code would require minimum reserves on 
new annuities and/or settlement options 
incorporated in new life policies accord- 
ing to the combined annuity tables (set 
back one year) with interest at 314 per- 
cent. The only exception to this mini- 
mum standard is that for single premium 
annuities, where the combined annuity 
tables with 4 percent interest are al- 
lowed. Does your company consider 
such standards adequate in the light of 
present experience? 


Results Not Revealed 


While results of the survey were not 
summarized in the department's letter of 
this week, the mere fact that the letter is 





being sent indicates that replies to the 
questionnaire were not wholly satisfac- 
tory in the case of all companies. 





Prepare for Palm Beach Parley 


C. W. Reuling of Peoria, Ill., presi- 
dent Massachusetts Mutual General 
Agents Association, and other executive 
committeemen of the organization met 
with company officers in Springfield to 
discuss final plans for the association’s 
annual conference at Palm _ Beach, 
Feb. 1-3. 

Recruiting and training will be spot- 
lighted at the meeting. The company 
will announce visual recruiting material 
for the assistance of general agents. The 
training course, “Massachusetts Mutual 
Selling” is being revised to include the 
latest sales technique. 


Stephen Ireland, vice-president and 
superintendent of agencies of the State 
Mutual Life, visited Dallas, San An- 
tonio and Houston agencies. 














AS ALWAYS — TOGETHER 


These fatherless children will not suffer the 


added grief of separation from each other on 


Christmas Day. 


Their dad was a believer in the protection of 


dependents with life insurance. 


Ask your prospects what Christmas would 


mean for their own children were they deprived 


of their family provider. 
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Speaking a Word of Fellowship 


At this CHRISTMAS season when hu- 
mans strive for a moment to release 
their feelings for one another from prose 
into poetry, those in THE NATIONAL 
UNDERWRITER desire to be face to face 
with their readers, to speak out from 


the ink and type in personal comrade- 
ship, as literally as possible to greet all 
to whom this paper is a weekly incident 
with the warmth of fellowship, and to 
voice the hope that these may be days 
to enrich their spirit. 


No “Bargains” on Life Insurances Shelves 


Wuat will be the outcome of the FipeL- 
1ry INVESTMENT ASSOCIATION case re- 
mains to be seen. The developments will 
be followed closely by life insurance men. 
Fivetity has been a competitor of life in- 
surance agents to a certain extent, but the 
interest of insurance men in the situation 
transcends the competitive. They see in 
it the possibility of dramatic confirmation 
of the wisdom of the course the life in- 
surance industry has pursued in recent 
years in cutting its pattern to correspond 
to economic realities. 

If it turns out that the adequacy of 
FIDELITY’s provisions to meet its contract 
promises has not been lightly questioned 
by SEC, we hazard the opinion that the 
heart of the problem will be the interest 
assumption. Fipetity’s deal embraces an 
interest yield to the contract holder of 
about 4 percent. FmeLity must earn that 
4 percent plus substantially more for com- 
missions to persistent salesmen and over- 
head. 

The answer must be that the manage- 
ment has been too greatly impressed with 
maintenance of sales and by competitive 
considerations. It is a great tribute to life 
insurance actuaries and to life company 
management that what appeared at times 
to the field as almost brutal action was 
taken to remove investment “bargains” 
from the life insurance shelves. Never 
have the life insurance actuaries minimized 


the importance of the interest yield factor. 
At times they have been accused of ex- 
aggerating its importance. So persistent 
have the actuaries been demanding change 
at every point where the interest factor 
impinges that they have had to develop in 
themselves a high degree of salesmanship 
to retain any semblance of popularity with 
the agency department and the agency 
organization. The cost of insurance has 
been increased measurably by an accumu- 
lation of these changes over the past few 
years. Life insurance companies no longer 
offer enticing depositories for “smart” 
money. That has certainly had an effect 
upon sales. 

But the life insurance companies have 
proved themselves the worthiest practi- 
tioners of trusteeship. They have seen the 
problem as it existed; they have faced it 
realistically, indeed almost ruthlessly. 
They have taken the long view and what 
they have done should be inspiration to the 
field to hold its head high. After Jan. 1 
when most companies are making still 
more changes, the agent can boast that he 
has no “bargain” to offer, except the “bar- 
gain” of a contract that will be fulfilled 
long years ahead, not alone because of the 
correctness of the mathematical assump- 
tions upon which it is built but because the 
business has proved that it is administered 
by men who will do what is necessary to 
be done to keep the life insurance promise. 


Responsibility of Directors 


SINcE the expose of the condition of 
the well known wholesale drug concern of 
New York City, McKesson & Rossins, 
whose stock was actively traded on the 
exchange and also since the SEC charges 
against Fivetity INVESTMENT ASSOCIATION 
of Wheeling, which has thousands of in- 
vestors throughout the country making 
payments on the monthly plan, many 
people are taking the position that direc- 
tors of companies of this type should be 
held more strictly accountable. It would 
be impossible for a director to approve 
the financial statement gotten out by an 
auditor or chief accountant because he 
has not had the knowledge of the books. 


At the same time a director certainly 
should be keen enough to sense any ir- 
regularities or dangerous policy in his 
corporation. 

Many companies feel that it is highly 
desirable, largely as window dressing, to 
have as directors men prominent in bus- 
iness, financial or professional life. Many 
of these seldom attend directors meet- 
ings. They lend their names, however, 
and people realizing the importance of 
these men rely on the institution largely 
because of their connection with it. 
Therefore, the public is misled unless 
the director gives sufficient time to his 
corporation to learn something about it 





sand to ascertain whether its affairs are 
being orderly conducted and well ad- 
ministered. 

It is often found after some wrong 
doing has been discovered that a com- 
pany has a battery of directors, promi- 
nent and widely known, yet it is a 


question whether many of them have 
made much effort to fill the office with 
any degree of personal attention. The 
presence of famous names may not mean 
that a company ‘is what it should be. 
There should always be directors who 
really direct. 








PERSONAL SIDE 


OF THE BUSINESS 





Thorpe B. Isaacson, general agent Lin- 
coln National Life for Utah and Idaho, 
attended the U. S. C.-Notre Dame foot- 
ball game in Los Angeles and then took 
a short vacation trip to California 
points. 





Col. Joseph Button, former Virginia 
commissioner, now manager of the 
Stock Company Association with Wash- 
ington headquarters, who was stricken 
while attending the convention of the 
National Association of Insurance Com- 
missioners in Des Moines, is now under 
treatment at Stuart Circle Hospital in 
Richmond, Va. His condition is re- 
ported to be improved. 





John A. Stevenson, executive vice- 
president of Penn Mutual, has been 
elected a trustee of the University of 
Pennsylvania to fill the unexpired term 
of Dr. George E. de Schweinitz, who re- 
cently died. Mr. Stevenson holds de- 
grees from Ewing College, University 
of Wisconsin, and University of Illinois, 
and has long been prominent in the edu- 
cational as well as business fields. His 
association with the University of Penn- 
sylvania began in 1932, when he was ap- 
pointed an associate trustee. In 1937 he 
was appointed chairman of the insurance 
division in the Philadelphia committee 
of the University’s bicentennial organi- 
zation. President T. S. Gates of Univer- 
sity of Pennsylvania is a trustee of Penn 
Mutual. 





About 130 members of the head office 
staff of Canada Life presented a musical 
revue “Nothing Serious” at a Toronto 
theater. Director of the production was 
Horace Middleton, who is in charge of 
the stock department. This is the seventh 
annual production by the Canada Life 
players. 





Dr. Frank Sanderson, actuary of long 
standing in Ontario, died in Toronto fol- 
lowing a long illness. He had been con- 
nected with the Manufacturers’ Life 
and formerly was chief actuary Canada 
Life, having compiled the “Mortality 
Experience of the Canada Life” and also 
other valuation tables for life companies. 
He also served the Ontario insurance 
department. 





Edward E. Young, 79, vice-president 
and director of the Life & ‘Casualty, died 
following an operation. He became as- 
sociated in Life & Casualty in 1925 after 
being in the newspaper business. Mr. 
Young’s ability as a financier and busi- 
ness man was highly regarded. 





Robert A. Halley, assistant actuary of 
National Life & Accident, died recently, 
while at work. Having entered the serv- 
ice of his company in April, 1906, he held 
the distinction of having the largest rec- 
ord of continuous service of any. Na- 
tional employe aside from the company’s 
founders and executives. When he be- 


gan his service, he was the eleventh 
member of the home office force. Start- 
ing first at checking disability claims, he 
later became manager of the statistical 
division and then assistant actuary. He 
was 51 years of age. 


The A. M. Raymond family of Oak 
Park, IIll., is now providing man-power 
in numbers for the Travelers. A. M. 
Raymond has been Chicago manager of 
Travelers Fire ever since that company 
was organized 13 years ago. He has had 
two sons connected with Travelers and at 
the first of the year a third son, John 
W. Raymond, will become connected 
with the cashiers’ department of the St. 
Louis branch. Until recently he was 
connected with the Inland Steel Com- 


pany. 

Richard T. Raymond has charge of 
the group service department in Seattle 
and W. W. Raymond is a contract agent 
for Travelers in the Oak Park branch. 
There is a fourth son, Thain Raymond, 
ken has so far resisted the Travelers 
call. 





H. W. K. Hale, who recently retired 
as secretary of the Sun Life of Canada, 
was presented with an oil painting by 
the executive officers at an informal 
gathering. President Arthur B. Wood 
presided and made the _ presentation. 
Elected a Sun Life director in 1911, Mr. 
Hale was appointed comptroller in 1918 
and secretary in 1923. 


Alfred MacArthur, president of Cen- 
tral Life of Illinois, and his family have 
gone to California for the holidays. They 
will be at Death Valley most of the time. 








Isaac Miller Hamilton, president of 
Federal Life of Illinois, is leaving soon 
for a vacation in Miami Beach, Fla. 





Theodore F. Stevens, assistant super- 
intendent of agencies of Mutual Life of 
New York, died in New York Hospital 
after a brief illness. He had been with 
Mutual Life since 1886, starting as an 
office boy in the accounting department. 
He was appointed agency director in 
1921 and in 1926 was named assistant 
superintendent of agencies. He was 65 
years old. 





Asa V. Call, vice-president Pacific 
Mutual Life, Los Angeles, suffered con- 
siderably from the flood which swept 
Los Tunas beach. His home at the en- 
trance to Penny canyon was damaged 
by silt and rock, and a hole was torn 
in the side of the house. 





J. Y. Hamilton, who has gone to 
Louisville from Sioux City, Ia, as 
agency director New York: Life, and 
Mrs. Hamilton were guests of honor at 
a banquet before their departure. About 
60 salesmen attended from Iowa, Ne- 
braska and South Dakota. Ben Sekt 





was toastmaster. 
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NEWS OF THE COMPANIES 








Hawes Leaves Bangor, Me. 
to Join Home Office Staff 
NEWARK—Edward C. Hawes, gen- 


eral agent at Bangor, Me., for the Mu- 
tual Benefit Life since 1931, has resigned 
to join the home office agency depart- 
ment staff. For 18 months he has been 
on leave of absence while assisting as 





EDWARD C. HAWES 


instructor in special training work at the 
home office and in agencies as far west 
as Kansas City. He will continue simi- 
lar duties and will be assigned tempo- 
rarily to the 'C. E. De Long agency in 
New York City. 

He was born in Bangor, graduated in 
1916 from Bowdoin College, and was 
engaged in the steel business from grad- 
uation until 1925, save for war service, 
when he became associated with the Mu- 
tual Benefit’s Chicago agency. In 1931 
he went to Bangor as general agent, suc- 
ceeding his father, Dr. C. T. Hawes, 
general agent there since 1903. Mr. and 
Mrs. Hawes will make their new home 
at East Orange, N. J. 





Dallas Company Pushes A. & H. 


DALLAS — Great American Reserve 
of Dallas, since changing from a mutual 
to a legal reserve company a year ago, 
appears to be setting a record in acci- 
dent and health business. The company, 
while writing life insurance, is featuring 
the accident and health lines, and claims 
its number of applications for that cov- 
erage in the past year was second among 
all companies doing business in Texas. 

President Wallace said the 13 leading 
field men averaged 40 applications each 
tor health and accident lines last month. 

he company wrote between $400,000 
and $500,000 life business this year. 

The concern was organized as Great 
American Mutual Accident & Health in 
1935 and changed to a legal reserve com- 
Pany a year ago. Its capital is $25,000 
and its surplus about’ the same amount. 

he officers are Travis T. Wallace, 
President; C. O. Hambleton, secretary- 
treasurer, and H. T. Hawkins, medical 
director, 
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U. S. Life New Financing Is 
Completed, Capital $500,000 


Subscription lists for the new issue of 
70,000 additional shares of $5 par value 
capital stock offered by United States 
Life in the city of New York closed 
with a substantial oversubscription. The 
entire amount of $350,000 of new capital 
was received by the company prior to 
the close of business Dec. 15, thus in- 
creasing the paid-up capital to a total 
of $500,000, according to Secretary Paul 
R. Danner. 


In New Home Office 


The Farmers & Bankers Life is open 
for business in its new home office in 
Wichita. It is a four story fireproof 
structure that has been practically re- 
built for their purposes, including instal- 
lation of the most modern system of 
heating and air conditioning. Except for 
the company’s attorneys, Jochems, Sar- 
gent & Blaes, the Farmers & Bankers 
will use the entire building for their 
home office and the home office general 
agency under Clayton Mammel. The 
company’s radio station KFBI, now lo- 
cated at Abilene, Kan., will be moved to 
Wichita. A large neon sign has been 
mounted on the corner of the building. 
President H. K. Lindsley has attractive 
private offices. 


Connecticut General Addition 


The Connecticut General Life opened 
a new addition to its home office build- 
ing, built primarily to provide space for 
the security vault out of reach of flood 
waters, but making possible enlarged 
quarters for the medical, accident and 
group departments, and a new arrange- 
ment of some of the executive offices. 


Mutual Life’s 1939 Dividend 
Distribution 30°% Less 


Mutual Life has adopted its new divi- 
dend scale for 1939. In line with its con- 
servative practice and with a view to 
maintaining a continuance of its ade- 
quate contingency reserves, the com- 
pany’s total amount of dividends to be 
set aside for payment on all contracts in 
1939 is estimated at approximately 30 
percent less than that so distributed in 
1938. 

Since the writing of its first policy in 
1843, Mutual Life has paid dividends to 
policyholders or allotted to them, a total 
of more than $950,000,000. The interest 
rate for dividend deposits and supple- 
mentary contracts in 1939 has been set 
at 3 percent. 

The Mutual Life’s total initial paid 
new business for 11 months ending Nov. 
30, 1938, was $216,000,949, comparing 
with $238,306,940 for the corresponding 
period of 1937, a decrease of only 9.4 
percent. 


Katz, Mutual Life Veteran, to 
Retire; Hood Is Successor 


Mutual Life of New York has ap- 
appointed W. K. Hood manager at Port- 
land, Ore. Mr. Hood will succeed Alma 
D. Katz, who retires under the com- 
pany’s plan. 

Mr. Katz has been with Mutual Life 
37 years and holds the rank of longest in 
managerial service. He served at Salt 
Lake ‘City from 1901 to 1903, when he 
was made manager at Boise. He became 
manager at Portland three years later, 
and has long occupied a position of dis- 
tinction and leadership. 

Mr. Hood joined Mutual Life at Port- 
land in 1924 after an office and sales ex- 
perience with a wholesale grocery estab- 
lishment. Following three years in the 
field as a personal producer, he became 
agency organizer under Manager Katz. 
He has qualified regularly for the Mu- 
tual Life’s Field Club. 


‘ Burton K. Snyder, Lakeview, Ore., Ore- 
gon Mutual Life agent, has been elected 
a member of the Oregon legislature. 























Yuletide 


THE DIRECTORS AND OFFICERS 


of the 


PAN-AMERICAN LIFE 


extend cordial best wishes for 


A Joyous Chnstmas 


and 


A New Year of Happiness 
and Prosperity 
to Life Underwriters everywhere: 


A LA 


PAN-AMERICAN LIFE INSURANCE CO. 
NEW ORLEANS, U. S. A. 


Crawford H. Ellis, President Edward G. Simmons, Executive Vice-Pres. 
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LIFE AGENCY CHANGES 





Stimpson in Charge 
of Maine Agencies 


Don H. Stimpson, formerly agency 
director at Worcester, Mass., for the 
New York Life, has been appointed gen- 
eral agent at Portland, by the Mutual 
Benefit Life, as of Jan. 1. The Portland 
and Bangor agency territories are being 
combined into one general agency at 
Portland to serve as sales and service 
headquarters for the state, with Mr. 
Stimpson in charge. The Bangor of- 
fice is being continued under Mr. Stimp- 
son’s direction at 49 Hammond street, 
with R. T. Adams as district manager 
and agency supervisor. 

Mr. Stimpson succeeds Walter DeC. 
Moore, who was for more than 31 years 
a general agent at Portland and has 
long been a successful personal pro- 
ducer. In 1937 Mr. Moore asked the 
company to appoint a successor to per- 
form general agency and development 
work so he could devote his time to serv- 
ice of his large personal clientele. He 
recently completed special advanced 
training in the “Analagraph” method of 
estate planning and conservation, and is 
to continue with the Mutual Benefit. 
He has, with his older son, established 
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the Moore Insurance Agency with of- 
fices at 34 Exchange street, Portland. 

Mr. Stimpson also succeeds E. C. 
Hawes, who resigned as general agent 
at Bangor to join the home office agency 
department staff. 

Mr. Stimpson has had 18 years of suc- 
cessful life insurance sales and agency 





DAN H. STIMPSON 


management experience. At one time 
he was agency organizer of the New 
York Life at Portland, before becoming 
agency director at Worcester, Mass. He 
is a native of Maine, born at Patten, 
and a former school teacher and prin- 
cipal. He has been executive commit- 
teeman Central Massachusetts Under- 
writers Association, and is past presi- 
dent Worcester General Agents & Man- 
agers Association. He plans to make 
his home in Cape Elizabeth, Me. 





Kutcher to Concentrate on 
Personal Production 


G. J. Kutcher, member of Recht & 
Kutcher, leading general agency of the 
Northwestern Mutual Life in New York 
City, has decided to devote his full time 
to personal production after April 30. 
He will continue as agent for his part- 
ner of many years, Rudolph Recht. 

A million dollar producer since 1923, 
Mr. Kutcher has been considering for 
some time returning to purely personal 
production. While writing all types of 
life insurance, he will specialize in busi- 
ness coverage and estate analysis work. 

Rudolph Recht, who has represented 
the Northwestern Mutual for 39 years, is 
among its all-time large producers, hav- 
ing served under the late J. I. D. Bris- 
tol.for 30 years. In 1911 Mr. Kutcher 
joined him, and in 1926 they formed 
Recht & Kutcher, which operated under 
the Bristol agency. Upon Mr. Bristol’s 
retirement in 1931, they were given 
agency in the metropolitan area where 
they have’ made an cutstanding record. 





Smith Takes Wyoming for 
Northwestern National 


W. Greg Smith was appointed general 
agent in Wyoming by the Northwestern 
National Life, coincident with opening 
his agency in Cheyenne. This agency, 
known as the Wyominz agency, has of- 
fices in 504 Hynds building, 

Mr. Smith takes over territory served 
for many years by the late C. R. Mason, 
who died a year ago. Northwestern Na- 
tional has a large number of policyhold- 
ers in the state and ranks among leading 
companies operating there in volume in 
force. 

Mr. Smith is a graduate of the Uni- 
versity of Wyoming, and for a number 
of years has been associated with the 
Equitable Society at Cheyenne in both 





personal production and managerial 
capacities. He is well acquainted with 
his territory, having lived at Laramie 
for many years before going to Chey- 
enne in 1934. 


Middle Atlantic Field Split 


The territory of Mutual Benefit 
Health & Accident and United Benefit 
Life comprising District of Columbia 
and northern Virginia has been divided 
between S. F. Stout, formerly manager 
of the entire district, and Joseph E. 
Jones, who has been sub-manager. Mr. 
Stout is opening new offices at Front 
Royal for the supervision of northern 
Virginia while Mr. Jones will handle 
District of Columbia and two adjoin- 
ing counties. 


J. J. Crane Joins Walker-Hiner 


John J. Crane of Salt Lake City, as- 
sistant manager Metropolitan Life, has 
resigned to become agency supervisor of 
the Walker-Hiner agency of United 
Benefit Life and Mutual Benefit Health 
& Accident covering Utah and 
Idaho. He has been with Metropolitan 
Life seven years. The Walker-Hiner 
agency has just won a wall plaque 
awarded for beating seven other agen- 
cies in life production during manager’s 
contest in October and November 
with a production of $446,000, which 
was the highest percentage over their 
quota of any agency in the United States. 











Craft Is Reading Manager 


Kenneth P. Craft, former assistant 
manager of life, accident and group in 
the Travelers branch office at Washing- 
ton, D. ‘C., has been appointed manager 
of life, accident and group at Reading, Pa. 





Manager Reed Resigns 

E. V. Reed, for four years Union Cen- 
tral manager at Oklahoma City, has re- 
signed to return to personal production. 
He has been with the Union Central 14 
years as agent, unit manager and man- 





ager. He has consistently qualified for 
company conventions, was a charter 
member of the Half-million Dollar club 
and renewed his membership with a half- 
million production three times before en- 
tering management work. He was as- 
sistant manager at Wichita, Kan., from 
July, 1930, until Nov., 1934, when he was 
appointed manager at Oklahoma City, 


H. H. Hoard Business Divided 


Business of the H. H. Hoard com- 
pany, Cleveland, has been divided and 
L. J. Linn, formerly with Mr. Hoard, 
now operates his own agency as L. J, 
Linn & Co., in the Standard building, 
and the H. H. Hoard Co. has moved to 
1431 Standard building and is handling 
the life and health and accident lines. 


Son Is Named Assistant 


W. M. Hammond, general agent 
Aetna Life in Los Angeles, has ap- 
pointed his son, T. D. Hammond, assist- 
ant general agent. The son has been 
associated with the agency for six years 
in the office as an agent. He is a 
graduate of the manager school of the 
Sales Research Bureau. Agency’s busi- 
ness in the first half of December 
showed an increase over November, one 
of the best months in the agency’s his- 
tory. 


Brooks Returns to Sills 


H. J. Brooks, who resigned as: general 
agent at Richmond, Va., of the Provi- 
dent Life & Accident, has rejoined the 
Neil D. Sills agency, Sun Life of Can- 
ada, in that city with which he formerly 
was connected for eight years. 














Back with Northwestern Mutual 


Ralph W. Fischer has rejoined the 
St. Louis general agency of the North- 
western Mutual Life which was founded 
in 1905 by his late father, W. J. Fischer. 
Shortly after W. J. Fischer died in 1924 
his sons, Ralph W. and Ira Fischer, left 
the Northwestern Mutual agency, now 










SUCCESS }) 


iP 






earnings. 


Interested 
men with 
ambition, 
write W. H. 
Trentman, 
Vice-Pres. 


men. 





LAURENCE F. LEE 
PRESIDENT 


e ¥ A Crown for the 
Ambitious Man! 


Occidental Agents are men who put the love of 
their profession ahead of "penny counting." That 
may be one reason that most of them show real 


For after all, Occidental has a service that is "Tailor- 
made" for the individual. 
Protection" feature—life insurance with disability 
income from the first day—; its "Double Protection" 
feature which provides double protection during the 
most needful years—make applications easier to 
write. This, plus understanding help from the home 
office, brings the crown of “success” to Occidental 






OCCIDENTAL 
LIFE INSURANCE COMPANY 


It's exclusive ‘Perfect 








e RALEIGH © « © « + © « © © © © © NORTH CAROLINA 


——— eee 


5 
é 
S 
¥ 
* 
7 
z 
hed 
t 
% 
& 
st 
“4 
id 
¥ 
% 



























M 


i} 









OEE PR Se 


5 RE LAREN 





December 23, 1938 


LIFE INSURANCE EDITION 





13 








headed by Clarence H. Poindexter, to 
become general agents in St. Louis for 
the Penn Mutual Life. They continued 
with that company until 1933, when 
Ralph W. became agency manager for 
the Bankers Life of Des Moines at Kan- 
sas City, Mo., while Ira Fischer took a 
similar position with that company in 
St. Louis. Ira Fischer returned to the 
Northwestern Mutual’s agency in St. 
Louis last spring. 


Pathfinder in Texas 


The Pathfinder Life of Nebraska will 
begin writing business in Texas imme- 
diately. It has been licensed to enter 
the state and is ready to comply with 
the investment features of the Robert- 
son law. Charles S. Scruby, Dallas, has 
been named general agent for the north- 
ern part of the state, 








Floyd Stevens, Jefferson, Ia., who for 
several years has represented the State 
Farm companies, has been promoted to 
special agent with Iowa territory. 

Thorpe B. Isaacson, manager Lincoln 
National Life for the Utah, Idaho-Wyom- 
ing division, has appointed James E. 
Lowry as district agent with Salt Lake 
City headquarters. 





California Solons 
Dinner Guests 


The government’s fight against the 
depression would have been lost save 
for the contribution of life insur- 
ance. 

This is the gist of the address of the 
Rev. J. R. Kellems, pastor Carthay Cir- 
cle Christian church and member-elect 
1939 California legislature, at the bien- 
nial legislative dinner given by life un- 
derwriters to southern California mem- 
bers of the legislature chosen at the 
last election. 

Commissioner Goodcell, first speaker, 

said he found his job fascinating; that 
he had come in contact among insur- 
ance men with the fastest thinking, 
fastest acting group in his experience. 
Insurance, he said, is the most potent 
factor in welfare of the people, and life 
insurance tops all other forms. 
_ Dr. W. O. Mendenhall dwelt on the 
idea of security. He pointed out life 
insurance furnished that security sub- 
stituting average spread of risks for in- 
dividual risk. 

_C. E. Bell, vice-president state asso- 
ciation of life underwriters, was toast- 
master. Life insurance has no political 
favors to ask, he said, no political pro- 
gram to put over and no political axes 
to grind. 


Myrick Speaks in Hartford 


Julian S. Myrick, New York, manager 
Mutual Benefit and chairman American 
College of Life Underwriters, and J. M. 
Holcombe, Jr., manager Sales Research 
Bureau, Hartford, addressed the Hart- 
ford C. L. U. Chapter. The college has 
put into the hands of the fraternity, Mr. 
Myrick said, opportunity to make the 
public understand the institution of life 
surance more completely than ever 
before. Forty years ago all life insur- 
ance literature and training was com- 
petitive, and not until about 20 year- 
ago did any company begin to publish 
literature on advantages of life insur- 
ance as a whole. Mr. Holcombe, a di- 
rector of the American College, spoke 
briefly on the need for a stabilizing in- 
fluence in life insurance field work. He 
said the American College is one of the 
greatest potential stabilizing factors. 

. Coffin, vice-president and superin- 
tendent of agencies Connecticut Mutual; 
lenn B. Dorr, general agent North- 
Western Mutual, Hartford, and H. W. 
Anderson, assistant superintendent of 
agencies Travelers, also were speakers. 
Alex W. Stolz, New Haven, was toast- 
Master, 





uawrence Willet, a past president of 
he Atlanta Life Underwriters Associa- 
era was elected president of the At- 
anta Y. M. C. A. board of directors. 





qorehtte 8S. Meyer, 47, Aetna Life pro- 
Tee” died at his home in Texarkana, 





LIFE SALES MEETINGS 





General Agents to 
Gather in Florida 


General agents of the Connecticut Mu- 
tual will hold their annual conference in 
Hollywood Beach hotel, Hollywood-by- 
the-Sea, Fla., Jan. 16-19. A number of 
home office executives headed by Pres- 
ident James Lee Loomis will attend and 
be on the program. 

C. J. Zimmerman, Chicago, first vice- 
president National Association of Life 
Underwriters; Earl F. Colborn, Roches- 
ter, and Wallace N. Watson, Boston, ar- 
ranged the program, Mr. Zimmerman 
being committee chairman. 

The first day J. M. Fraser, New York 
City, will preside. Speakers and sub- 
jects are: P. M. Fraser, executive vice- 
president, “The Home Office Man”; W. 
K. Magruder, Baltimore, “The Interview 
with a Center-of-Influence”; J. G. Hill, 
Nashville, “The Interview with a Pros- 
pective Agent”; H. C. Remien, Grand 
Rapids, “Methods of Investigating Quali- 
fications of a Prospective Agent,’ Mr. 
Hill, “Closing the Interview with a 
Prospective Agent.” 


Second Day’s Program 


John A. Ramsay, Newark, will be 
chairman the second day. On the pro- 
gram, under the theme “Training and 
Developing Skill,” are: G. A. Helland, 
San Antonio, “Preliminary Training of 
a New Agent”; Phinehas Prouty, Jr., 
Los Angeles, and a group of general 
agents, in “A Clinical Method of Train- 
ing the Older Agent”’—Part I, “Pro- 
gramming;” Part II, “Advanced Under- 
writing”; W. W. Benton, Portland, Me., 
“Field Coaching.” 


President’s Dinner Second Night 


The president’s dinner will be held the 
second night. Supervision and stimula- 
tion is the topic the third day, the chair- 
man to be selected later. Speakers and 
subjects are: Mr. Ramsay, “Personal 
Conference with the Agent at the Year’s 
End”; E. H. Dieckhoff, Denver, “First 
Checkup with the Agent”; Mr. Zimmer- 
man, D. C. Little, Richmond, and Louis 
J. Fohr, Chicago, “An Agency Meet- 
ing.” An initiation ceremony for newer 
general agents will be conducted that 
night. 

The final day’s program a “Home 
Office Session,” chairman not yet named, 
is: R. W. Simpkin, assistant superinten- 
dent of agencies, ‘Financial Manage- 
ment of Agencies”; V. B. Coffin, second 
vice-president, subject not announced. 
President Loomis will sum up and give 
an inspirational talk. 





Eastern Agencies 
to Meet Jan. 3-4 


Emphasizing practical prospecting and 
sales ideas, proved modern methods for 
attaining sales objectives will be related 
and demonstrated at the annual regional 
meeting of the Northwestern Mutual 
Life agencies in New England, middle 
and south Atlantic states Jan. 3-4 in 
New York City. Leading producers and 





home office officials will participate. 
Glenn Dorr, Hartford, is chairman of 
the program committee whieh has taken 
as slogan “Setting the Course for 1939.” 
Rudolph Recht, New York City, is ar- 
rangements chairman. 

President M. J. Cleary will speak at 
the opening session on “We _ Look 
Ahead.” Grant L. Hill, director of 
agencies, will speak at luncheon confer- 
ence concluding the meeting. Edmund 
Fitzgerald, vice-president, will be toast- 
master at banquet Tuesday evening at 
which Benjamin Poss, a trustee and 
prominent Milwaukee attorney, will 
speak. 

A. J. Johannsen, general agent Brook- 








WHY? 


THE COLUMBIA LIFE 


INSURANCE CO. 
CINCINNATI, OHIO 


BECAUSE 


We issue 
Participating and Non-Participating 
Monthly Premiums, if desired. 
Juvenile Insurance, one day up. 
Annual Renewable Term. 
Special Ordinary Life, $2,500 minimum. 

Family Income, $2,500 minimum. 

20 Pay Life Coupon Policies. 

20 Year Endowment Coupon Policies. 
Single Premium, Ordinary, 20 and 30 Year Endowment. 
All Standard Forms of Policies. 
Home Office Helps and Supervision. 
Direct Mail Advertising. 

Liberal Commission Contracts. 

Long Time Renewals. 

Agencies open in 
OHIO—INDIANA—KENTUCKY 
write 
William H. West, Superintendent of Agents 
Cincinnati, Ohio 




















LIFE REINSURANCE— 


STANDARD AND SUBSTANDARD 


North American Reassurance Company 


Lawrence M. Cathles, Pres. 


99 John Street, Nem York 
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@ The property management firms whose names are shown on this page have been selected after 
careful fenatbigiation: They have the recommendation and endorsement of The National Underuriter. 





ALABAMA CALIFORNIA (Cont.) ILLINOIS KANSAS 
ENGEL COLDWELL HOOKER & SLOSSON R. K. STILES & CO. 
REALTY COMPANY CORNWALL and BANKER Specialists in 
NO APPRAISALS, MANAGEMENT, Property Management 

Realtors & Insurors General Real Estate LEASING, and SALES of CENTRAL and 
MANAGEMENT SALES and Appraisals and OUTLYING REAL ESTATE Appraisals 
sesnined iat A STATE WIDE SERVICE 140 SO. DEARBORN ST. . 

BIRMINGHAM, ALABAMA eee oes. CHICAGO . RANDOLPH 4022 903 N. Seventh St. Kansas City, Kan. 

















Property Management 


APPRAISALS 


SALES INSURANCE 


& 
F. L. GIBLIN & Co., Inc. 


6 St. Joseph Street 
MOBILE, ALA. 











CALIFORNIA 





Leos Angeles Population 1950—2,500,000 
W. M. GARLAND and CO. 
117 West 9th Street 


APPRAISALS 
SALES 
FINANCING 
INSURANCE 





Years Standing 


PROPERTY MANAGEMENT 
LOS ANGELES, CALIFORNIA 



















































COLORADO Member Institute of Real Estate LOUIS A 
Management 
Morrison & Morrison — M. A. I. Appraisals 
Realtors and [nsurors PARKER” HOLSMAN 7 
REAL ESTATE - ua ai aut na - 
MANAGEMENT Se 
REALTOR 
senate MANAGEMENT & SALES 
Member—Institute Management aul 1501 EAST 57TH STREET _ Property Management 
DENVER, COLO. wren viet nen 
en i ind gpctaniers in Menstemens | MASSACHUSETTS 
BRID GEP 0 RT come Producing Properties 
L. J. SHERIDAN & co. | | ROBERT A. NORDBLOM 


THE INVESTORS MORTGAGE CO. 


PROPERTY MANAGEMENT 
APPRAISALS 


Member Institute Management 


875 Main Street 














Established 1908 


ROY C. SEELEY CO. 


Business and Industrial Realtors 
Property Management—Appraisals 
Complete Service 
Pacific Electric Bldg. 


Los Angeles, Calif. 








IVAN A. THORSON 
Organization 
Real Estate Appraisers 
and Tax Counsellors 


HARTFORD 
JOHN A. CAULKINS 


Certified Property Management 


M.A.I. APPRAISALS 
327 Trumbull St. 





DIST. OF COLUMBIA 





C,H. HILLEGEIST CO, 


1621 K St. N. W. NAT'L 8500 
Washington, D. C. 
Business and Residential Properties 
Sales — Leases—Property Management 
Mortgage Loans — Appraisals 


One North La Salle Street, Chicago 
TELEPHONE FRANKLIN 7855 


Exclusive Agents for One La Salle 

Street Building; Builders Bldg.; 

33 South Wabash Ave. Building 
and other properties 








WIRTZ, HAYNIE & EHRAT, Inc. 


Real Estate Management 


LOANS — SALES 
3180 Sheridan Road Wellington 3000 
CHICAGO 











INDIANA 





PROPERTY MANAGEMENT 


APPRAISALS 
Sales - Leases 
Insurance - Mortgage Loans 


W. A. Brennan Agency Corporation 





MANAGEMENT COMPANY 
18 Oliver Street 
Boston 
New York 
Management—A ppraisals—F inancing 
Robt. C. Nordblom cP.M.& MAL 


Worcester Washington 








A. C. WHITE, JR. 


REALTOR 


Property Management— 
Appraisals—Sales 


293 Bridge Street Springfield, Mass. 














MICHIGAN 

















SALES 
APPRAISALS 
FINANCING 
. MANAGEMENT 

















39-41 Forsyth Se., N.W., Atlanta, Ga. 








A Natior-wide Service Building and Developing 428 Illinois INDIANAPOL 5 Riley 2315 7. ¥; co. 
12th Floor Corporation Building Serving District of Columbia and 50 BAe 4 Paahbel Service 
Los Angeles, California “a scat se Majestic Bldg., Detroit 
GEORGIA IOWA oe Hehe 
Established 1881 
2 oe “ae HARRY G. WALLACE || PROPERTY MANAGERS 
111 Sutter Street Leases & CO., inc. Real Estate Appr — 
San Francisco Insurance APPRAISALS INSURANCE COMPANY 
PROPERTY MANAGEMENT PROPERTY MANAGEMENT Tp aepe CORRESPONDENTS 
INSURANCE Specializing in: 
aa SHARP-BOYLSTON COMPANY CITY AND FARM MANAGEMENT | | HL. G. WOODRUFF, | nC. 
LOANS Realtors AND SALES 1812 Union Guardian B 


Flynn Bldg. Des Moines, Iowa 











Detroit 
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MICHIGAN (Cont.) 


MISSOURI (Cont.) 


NEW YORK (Cont.) 


OHIO (Cont.) 





























GRAND RAPIDS MICHIGAN || Mm H. RODEMYER & CO Be, en 
pene » th. » | | Leasing Sales Appraisals It’s 
PROPERTY MANAGEMENT SS Sh, Se STN The Etchen-Lutz Company 
BUSINESS AND INDUSTRIAL 2 Speciali De 
REAL ESTATE cialized Departments in 
Member of the American Institute Property Management j REAL Estar PROPERTY MANAGEMENT and 
of Real Estate Appraisers Mortgage Loan Correspondents 
Mortgage Loans 295 Fif. 
I. R. BLANDFORD Real Eetete 5 POM Aves Re Sek, BE The Etchen-Lutz Company 
108 Federal Square Building AShland 4-4200 725 Adams St. Ad, 4221 
NEBRASKA s OKLAHOMA 
ROCHESTER, NEW YORK PROPERTY MANAGEMENT 
MINNESOTA L. F. FARRELI for MORTGAGE LOANS 
Rendering Every Phase of whit PROPERTY MANAGEMENT REAL ESTATE 
APPRAISER see APPRAISALS 
REAL ESTATE SERVICE WILLIAM H. GORSLINE 
Property Management Appraisals Property Management 119 Main Street East EALTY MORTGAGE 
Real Estate Sales Mortgage Loans A COMPLETE SERVICE & 


Members of Institute Real Estate 
Management 
GENERAL MANAGEMENT 
COMPANY 


Baker Building, Minneapolis 


Insurance Loans 


524 Sharp Bldg. Lincoln, Neb. 














THORPE BROS., Inc. 


REALTORS 
Member—Institute Management 
Property Management 


Thorpe Bros. Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 





In Omaha 
BYRON REED COMPANY, Inc. 


Appraisals Sales 


Property Management 


Largest and Oldest Organization— 
82 Years 


FARNAM BUILDING 








properly staffed 
Member—lInstitute Management 








G. H. KECK & SON 


REAL ESTATE 
Management Mortgages 
Brokerage Appraisals 


Suite (81-82) Parker Bldg. 
Schenectady, N. Y. 


SALES COMPANY 





Perrine Building, Oklahoma City 














NEW JERSEY 














DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 
Property Management 





SEELY CADE, Inc. 


26 Journal Square, Jersey City 


REAL ESTATE 
Management Appraisals 


Member—Institute of Management 


RONEY 


REALTY COMPANY 
REALTORS 
Herald Building, 332 So. Warren Street 
SYRACUSE, N. Y. 
Management Appraisals 
Sales Rentals 























| MISSISSIPPI 





Mississippi’ s Largest Realtor 


W. P. BRIDGES 


PROPERTY MANAGEMENT 
AND SALES 


Bridges Bldg.—Jackson, Miss. 
——_ 











NEWARK, N. J. 
PROPERTY MANAGEMENT 
Appraisals — Sales 
HARRY J. STEVENS 
478 Central Ave., Newark, N. J. 


Member 


American Institute of Real Estate Managers 
American Institute of Real Estate Appratsers 





DARNELL-ZUENDT CO. 


Realtors and Insurors 


REAL ESTATE 
MANAGEMENT 
SALES — LOANS 
APPRAISALS 


Member of Institute of 
Property Management 


Beacon Bldg., Tulsa, Okla. 











PENNSYLVANIA 





PROPERTY MANAGEMENT 
MORTGAGE LOANS 
REAL ESTATE 


SWENSON 


Marine Bank Building—Erie, Pa. 

















NEW YORK 


HOWARD P. STALLMAN & CO, 


Property Management 
Sales 
Leases 


50 EAST BROAD ST. 
COLUMBUS, OHIO 


PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMENT 
MORTGAGES 
APPRAISALS 


Markeim-Chalmers-Ludington, Inc. 
1424 Walnut Street, Philadelphia, Pa. 


645 Market St. Camden, N. J. 


J. W. MARKEIM, Member — AMERICAN 
INSTITUTE_OF REAL ESTATE 


APPRAISERS 
AMERICAN INSTITUTE OF PROPERTY 
MANAGEMENT 




















| Missourr 


De L. PALMER, INC. 


DeLancey Palmer, Pres. 


REALTORS 
111 State Street Telephone 4-0181 
any, N. Y. ° 
REAL ESTATE 


Appraisals Brokerage 
Property Management 


GORMAN & PETERS, Inc. 


30 So. Ludlow St. 
Dayton, O. 
Property Management and Sales 
3 


E. J. Barney Gorman Roy H. Peters 


COMMONWEALTH 
REAL ESTATE CO. 


Modern 
Management—Appraisals 
Sales 


312 Fourth Ave. Pittsburgh, Pa. 
































Established over 50 Years 
EF. PIERSON & CO. | | DEXTER P.RUMSEY &CO., Inc.| | ASBURY REALTY COMPANY 
Realtors 53 Court Street 506 First Nat'l Bank Bldg. 
7 ‘ues MANAGEMENT Buffalo, N. Y. Hamilton, O. 
ane sation iecheding) saieh, semtile: ged ° 
Commerce Bldg. Kansas City, Mo. | | leasing (residential and commercial) ; We Specialize in Property 
E. F. PIERSON, M. A. I. peony aa en eee Management 


4-6149 
4-6140 


G&G 


Realty Company 


First National Bank Bldg. 
Scranton, Pa. 


Harry M. Gordon 


Phones} REAL ESTATE 
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RHODE ISLAND 


PROPER j * MANAGEMEN J the opening session, with Glenn Dorr 
as chairman. Following a friendship 

DIRECTORY leaders, Adon Smith, Charlotte, N. C., 
chairman, the afternoon will be devoted 

© The property management firms whose names are shown on this page have York special agent, will talk on “Meth- 


been selected after careful investigation. They have the recommendation and 
endorsement of The National Underwriter. 


TEXAS (Cont.) Northwestern Mutual agents”; demon- 








lyn, will speak on “Our Foundation” at 






luncheon for new agents and production 











to prospecting. R. U. Redpath, New 





ods and Ideas That Have Worked for 
Me”; L. J. Evans, assistant director of 
agencies, on a “Survey of prospecting 
ideas used successfully during 1938 by 









PROVIDENCE 
RHODE ISLAND 


RICHARD A. HURLEY 
M. A. L 


Real Estate Appraisers 
and 


Management 
723 Hospital Trust Bldg. 











TENNESSEE 





Our Experience of More Than 25 Years Will 
Help Solve Your Pri 


We Invite Your Consultation 


F. L. Gates Company 
* REALTORS—INSURORS— 
MORTGAGE LOANS 


729 Walnut St. Phones: 7-1534—7-2978 
CHATTANOOGA, TENN. 





McDONALD & COMPANY || si: trancis ‘Cooper, Greensboro, N.C: PROVIDENT 


601 Dan Waggoner Bldg. 


strations on selling a young single man 





minimum income presentation by 
Charles Smith, Brooklyn, and the “S. LIFE INSU RANCE Co. 


R. E.” presentation by Stanley Trotman, 








Fort Worth, Texas New Haven, and Wilbur Pratt, Hart- = : i 
: ford. Russell Law, general agent at Essentially a policy- 
ad Baltimore, will give the summary. ' 
Property Management—-Sales—Loans— || Both the district agent and C. L, U. holders’ company, 
associations will hold breakfast sessions 
Appraisals—Competent Real Estate Wednesday.. T. W. McClure, Pitts- reared to sound ma- 
Service burgh, will preside at the regular ses- " 
sion and W. Everett Rowley, general turity on the prin- 
agent at Newark, at the luncheon con- a 
saa ciples of conserva- 
Sam Realty Co Novel Playlets Scheduled tism and safety. A 
. An address, “The Heart of Selling,” sagt h 
Oldest and Best by Paul a, Research & oe, steady gain mn eac 
é a surprise feature “Information Please,” 
50 Years Experience modeled after the well known radio hour of our 22 years, tells 
Specializing in and conducted by Roger Clark, Pitts- its own story 





Jake Sam City Property agency, Washington, D. C., of a playlet, e 
220 Binz Bldg. Houston, Texas “Court House Dollars,” written by Laf- 


Sale anagement burgh, general agent, and presentation 
at Ss “ by members of the Roger L. Baldwin 


lin Jones, home office agency department Ce ene a 





staff, are features. 
sponsible representatives in North Da 











Member Institute of Real Estate 
Management 


Percy Galbreath & Son 


REALTORS 
Property Management — Appraisals 
Columbian Mutual Tower 
Memphis, Tennessee 


Real Estate Counsellors DETROIT—The Ohio State Life is * 
Realtors Since 1908 pr ee with wert a ee proportion 
of $100,000 and better producers in its Home office—Bismarck, No. Dak. 
PROPERTY MANAGEMENT field force, President Claris Adams Wester office—Portland Ore. 
APPRAISALS stated at a Christmas party for Michi- 


811-13-15 National Bank of Commerce || ported to receive a large percentage of 


Attendance of 1,000 is anticipated. 
1 —o aici nk kota, South Dakota, Montana, Idaho, 


R. HOHENBERGER 60. || snricon noose mana reny (QO 








gan producers. The agents also are re- 


uilding renewal commissions. 


San Antonio, Texas The company’s success has been built 
on the success of the individual produc- 





ers, he said. H. E. VandeWalker, state 











W. W. DILLON & CO. 


REALTORS 


PROPERTY MANAGEMENT 
SALES LEASES 


Bennie-Dillon Building 


NASHVILLE, TENN. 











TEXAS 





PAYNE & WILEY;CO. 


PROPERTY MANAGEMENT 
APPRAISALS 


@ 
616 Brazos Phone 2-9228 
Austin, Texas 








“48 Years in Dallas” 


J.W.LINDSLEY & CO. 


REALTORS 


We specialize in Property Man 
agement for Life Insurance and 
Trust Companies. References. 


1209 Main St. DALLAS 














PROPERTY MANAGEMENT executive committee; Mr. VandeWalker, 


213 Provident Bldg.—Phone 988 || Suffron, Suffron agency, and William er f pit 


manager, was host. C. R. Weeks, Port 
Huron, manager, was toastmaster, intro- 
= HUMPHREYS ducing Frank Barnes, vice-president in 
charge of agencies; Dr. C. E. Schilling, 

Established 1897 vice-president and medical director; 
Stanton Prentiss, director and member 


E. H. Marshall, Michigan supervisor; M. 
APPRAISALS C. Gardner, city agency manager; F. J. 


Davidson, Ann Arbor manager; C. R. 


W T Tiplady, Ann Arbor. The Christmas tree 
aco, iLexas was decorated with 187 cards, each for an 
application secured in the Christmas con- 











THE 
WISCONSIN tributed by President Adams. A L i. A M c R | e A N 


test, totaling $247,284. Prizes were dis- 
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About 60 qualifiers are expected to 
« : attend the Florida outing of Alliance ’) 
Life at Naples-on-the-Gulf, Fla., Jan. 8-14. General Wutuala 


Alliance Life Florida Outing Plans POLICY 








Y 





REAL ESTATE The period for qualification for this out- : 
. 5 ‘ ing was extended to 18 months, from : 
Selling—Renting—Managing— the annual basis that formerly prevailed. RI TY : 
-Financing—Appraising The head office will be represented by 
M. A. Kern, president; L. D. Kern, sec- 
757 No. Water St., Milwaukee || retary; A. J. Schmidt, executive vice- CONTRACT 
Phone DAly 3426 sng a yt ix Kamins, agency direc- 
tor; E. G. i ; a rs 2 i = oo 
‘A. Huff, field supervisor, and R. £. | Here's a life contract with an Amen 
Button, reinsurance secretary. can appeal. Its features are many. 


One day will be devoted to a general | It's a policy for everyone who works 
business meeting and there will be an for a living. Easy to sell because it 's 














. ‘ evening meeting of the Presidents Club : ; ; ; 
We will appreciate of which Frank L. Noel is the head. The | easy to explain. It's the biggest do 
— Me rest of the time will be devoted to sight | lars worth of insurance you Il find any- 
it if you will men- seeing and other forms of recreation and | where. It's General Mutual's Socié 
tion THE NA- pee Security Contract. 
TIONAL UNDER- State Farm Agents Meet ® } 

Virginia agents of the State Farm Get complete details from 
WRITER when companies held their annual meeting in 
Richmond for two days with approxi- THE GENERAL MUTUAL 





writing advertisers. mately 150 attending. Principal speakers 
were R. P. Mecherle, president State 
Yf Farm Mutual Auto, Bloomington, III., 






LIFE INSURANCE CO. 


and A. W. Tompkins, agency vice-pres- VAN WERT, OHIO ¢ C. M. Purmort Bae 
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ident. Reports showed Virginia stood 
second in the campaign for a million or 
more policies by 1944 among the states 
in which the companies are entered. H. 
E. Baumberger, state director, was 
commended for his efforts. Speakers at 
the annual banquet included Commis- 
sioner Bowles of Virginia and G. E. 
Allen, Richmond attorney. 





Rogers Agency Ends Drive 


In a special effort Nov. 1-Dec. 13, the 
Indianapolis agency Equitable Society 
Homer L. Rogers, manager, wrote 968 
applications for $3,811,860 life insurance. 
Leading producer was Maurice Sigo, 
Remington, Ind., a town of 800 popula- 
tion, with 33 applications for $158,930 in 
the six weeks. Melvin Precht, ‘Colum- 
bus, Ind., under contract for only seven 


months, wrote 19 apps for $38,175. The 
drive ended with a Christmas party. V. 
S. Welsh, Chicago, second vice-president 
in charge of the western division, was 
present. 


Stahl Has Christmas Party 


Fifty representatives of the Brace M. 
Stahl agency at Madison, Wis., of the 
Great Northern Life, and their wives at- 
tended a luncheon and Christmas party 
at which guests included E. P. Oertel of 
the home office and C. C. Raisbeck, gen- 
eral agent at Wausau, Wis. 








Many Qualify for Convention 


Approximately 40 Minnesota Mutual 
agents have qualified for the convention 





trip to Mexico at the end of January. 








~ AS SEEN FROM CHICAGO 





SUPERVISORS FETE BOSSES 

A skit portraying a busy day in the 
life of a general agent featured the an- 
nual party of the Life Agency Supervi- 
sors Club of Chicago for general agents. 
The skit shows General Agent Doolittle 
hiring a new district supervisor after re- 
ceiving a high pressure letter from the 
agency vice-president demanding more 
business. The cast included Roland D. 
Hinkle, Equitable Society; Robert H. 
Wienecke, Union Central Life; Harry 
G. Walter, Penn Mutual; Robert C. Car- 
son, Jr., Rockwood Company; Elmer J. 
Grandson, Union Central, and William 
Siegmund, ‘Connecticut Mutual. Don K. 
Alford, Prudential, supervised the pro- 
duction. : 

Mr. Wienecke, the retiring president, 
presided and introduced the new presi- 
dent, Mr. Grandson. -C. B. Stumes, 
Penn Mutual Life, president of the Chi- 
cago Association of Life Underwriters, 
and W. M. Houze, John Hancock Mu- 
tual, spoke for the general agents. Roy 
T. Elmer, New York Life, was intro- 
duced as new vice-president of the su- 
pervisors and C. E. Clinton, Aetna Life, 
as secretary-treasurer. 

oe oe 
MacARTHUR BUYS FIRE INSURER 


Alfred MacArthur, president of Cen- 
tral Life of Iilinois, has purchased the 
charter of Traders Mutual Fire of Illi- 
nois. This is a company that has been 
inactive for a good many years. The 
chatter has changed hands several times. 
Mr. MacArthur states that he is not yet 
ready to announce his plans in the fire 
insurance field. 

oe = 
HINTZPETER AGENCY CONVENTION 


The Hintzpeter agency of the Mutual 
Life of New York in Chicago held an- 
nual one-day convention of its field club, 
winding up at a banquet. 

H. C. Hintzpeter, veteran manager, 
Who has been ill but has recuperated 
so that he is able to get down to the 
office for short periods, attended the 
convention. The agency had a splendid 
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year’s business, registering an increase 
over 1937 in spite of suffering from the 
nation wide slump earlier in the year. 
November and December production 
was at least 20 percent ahead of the 
same period last year. In Mr. Hintz- 
peter’s absence his two sons, E. C. and 
E. D., his assistants, carried on direc- 
tion of the office and the special drive 
in tribute to Mr. Hintzpeter. 

E. H. Steffelin, agency organizer, pre- 
sided at the morning business session, 
Manager Hintzpeter talking on “Our 95 
Years,” and E. C. Hintzpeter on moti- 
vation. Eugene Mullaney was afternoon 
chairman, there being talks by staff 
members on time control, pre-paid sales, 
trusteeship. E. A. Hartman is president 
of the Hintzpeter Field Club, Nathan H. 
Weiss, H. R. Schultz and William Plant, 
vice-presidents, and E. E. Erhardt sec- 
retary-treasurer. 

+e 
GOLDMAN AGENCY’S BIG MONTH 


The A. Van Goldman ordinary agency 
of the Prudential at Chicago in a spe- 
cial effort in November wrote 492 appli- 
cations for $3,366,900 insurance. 

* * * 


FRANK POST IS HOSPITALIZED 


Frank Post, news editor of THE 
NATIONAL UNDERWRITER in charge of the 
copy desk and editor of the “Accident 
& Health Review,” is:in Passavant hos- 
pital, Chicago, where he must undergo 
an abdominal operation this week. Mr. 
Post suffered an attack two weeks ago. 
A preliminary operation was performed 
and since that time his physicians have 
been getting him in shape for the sec- 
ond one. 


MANAGERS 


Agents’ Selling Job Is Main 
Source of Public Trust 


The American public’s great respect 
for life insurance rests largely on what 
agents have translated to them about 
the business, said H. J. Johnson, Pitts- 
burgh, president National Association of 
Life Underwriters and general agent 
Penn Mutual, before the Cleveland Gen- 
eral Agents & Managers Association, 
this week. Companies’ size scarcely can 
be the reason for this faith, he said, for 
most people do not comprehend figures 
so enormous. Official integrity, the 
“trustee-attitude” of companies,’ in part 
explains the confidence. 


Discuss Course for 1939 


Concerned over outlook for the life in- 
surance business in 1939 following stim- 
ulated campaigns conducted in Novem- 
ber and December prior to increased 
rates and modified coverages, members 
of San Francisco General Agents & 
Managers Association met to consider 
the question. Brief talks were made by 
R. J. Shipley, general agent Northwest- 
ern Mutual Life, A. J. Hill, California 
manager State Life of Indiana, and 

















Donald Hampton, general agent Provi- 
dent Mutual Life. 





Ledgerwood New President 


St. Paul officers elected at the annual 
meeting of the St. Paul Managers & 
General Agents Club are: President, C. 
W. Ledgerwood, New York Life; first 
vice-president, O. G. Holmer, State Mu- 
tual; second vice-president, H. B. Vic- 
tor, Minnesota Mutual; secretary-treas- 














urer, H. W. Moore, Mutual of New 
York. S. D. Krueger, who recently re- 
tired as St. Paul manager Equitable So- 
ciety, was unanimously elected honorary 
life member of the St. Paul Managers & 
General Agents Club. There were 
Christmas festivities and a dinner-dance. 





Bailey Speaks in Boston 


BOSTON—Dr. William B. Bailey, 
economist of the Travelers, spoke at a 
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joint luncheon of the Boston General 
Agents & Life Managers Association 
and the Boston Life Supervisors Club. 
Mr. Bailey reviewed “Current trends in 
business and their effects on life insur- 
ance company trends.” 





Hobbs to Speak in Pittsburgh 


PITTSBURGH — Philip B. Hobbs, 
agency manager Equitable Society at 
Chicago and chairman general agents 
and managers division, National Associa- 
tion of Life Underwriters, will speak on 
“General Agents’ Major Problems” at 
luncheon meeting of the agencies com- 
mittee of -the Pittsburgh association 
Jan. 11. 





Hold Seminar in Des Moines 


DES MOINES — A one-day seminar 
for company executives, agency man- 
agers and supervisors was held here. 
W. E. Lewis, president general agents 
and managers club, aided Dr. Verne 
Steward in conducting the meeting. 


Woonmen == Worip 


Five Modern Legal 
Reserve Contracts 








@Ordinary Life 

@Twenty Payment Life 

@ Endowment at Seventy 
@Twenty Year Endowment 
®@Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 
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Write for particulars to 


PETER F. GILROY, President 
1447 TREMONT PLACE 
DENVER, COLORADO 
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Societies’ Status 
on Social Security 


Societies have been much confused 
by federal and state social security legis- 
lation because the status of their work- 
ers was less clear than in the case of 
commercial life companies. There is out- 
standingly the case of local lodge of- 
ficials who may be on purely nominal 
salary and devoting most of their time 
to some other work, yet who by strict 
construction might seem to be employes 
and therefore taxable. Practices of so- 
cieties vary widely. 

The subcommittee on legal coopera- 
tion of the National Fraternal Congress 
reported at the executive committee 
meeting in Des Moines during the 
commissioners’ convention, presenting a 
number of conclusions on this question. 

To make the status of fraternal work- 
ers clear, it seems necessary to secure 
amendment to both state and federal 
acts specifically exempting the fraternal 
worker. But in view of the general pub- 
lic in the main having accepted social 
security legislation, opposition to amend- 
ment exempting some class is expected. 
Therefore, if the fraternals should feel 
amendment is desirable, there should be 
concerted cooperative effort by a great 
majority of member societies of the 
N.F.C. Otherwise this might be de- 
feated. In view of the tendency to en- 
large rather than restrict scope of the 
social security act, the committee ex- 
pressed opinion the time was inauspici- 
ous to seek blanklet exemption of fra- 
ternals. 

The committee said specific exemp- 
tion in both federal and state acts must 
be secured, else it would be of no avail. 
The federal act provides if a tax is 
paid to the individual state, a credit can 
be taken against the federal tax, but 
state exemptions alone would not suf- 
fice as the federal act requires that 
nevertheless the tax would have to be 
paid to the federal government. 

The main consideration in determin- 
ing whether the worker is an employe 
or independent contractor is right of 
control by employer. Field representa- 
tiv’ on salary basis and usually state 
managers if operating on a salary basis, 
their secretaries and other office em- 
ployes, may be considered employes. 
The usual field worker operating under 
commission contract with no salary and 
others over whom the society exercises 
no control, either by contract provision 
otf practice, it was said, generally have 
been held to be independent contractors. 

The committee recommended clarifi- 
cation of -the relationship between sv- 
ciety and field worker by drafting a new 
form of contract, instruction and modes 
of regulation, as many commercial life 
companies have done, so as to exhibit 
a lack of the tests which signify em- 








Money invested in Life Insurance is 
worth just what it is represented to 
be when the Insurance was bought. 


Those who put money into Life In- 
surance find it a great resource in 
days of trouble. 


Life Insurance used to be called 











Men make money in their own business 
and then lose it in the other fellow’s 


Equitable Reserve Association 


NEENAH, WISCONSIN 
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“Die Insurance.” You had to die to 
get the money. 

Today men and women buy—“Living 
Insurance.” 

With its Legal Reserve Policies, com- 
pletely modernized, for Men, Women 
and Children, this organization is well 
equipped to offer a complete Life In- 
surance program. 





ployer-employe relationship. Connecti- 
cut, Washington, Idaho and New Jer- 
sey have exempted fraternal societies 
from operation of the state acts. 

While the department of internal reve- 
nue ruled that local lodge officers, in- 
cluding local lodge collectors if paid by 
the local lodge from its own funds, are 
empoyes of local lodges, and fraternal 
societies are not responsible for mak- 
ing returns on them or paying tax on 
their common basis, the committee 
pointed out their status could be made 
clearer by limiting the number of local 
lodge officers to a maximum of seven. 
This would relieve them from necessity 
of making reports under the unemploy- 
ment compensation act, but still would 
not help under the old age pension pro- 
vision. 

The committee suggested societies 
which have not done so apply for rul- 
ings in connection with their field force. 
Where status of field workers is ques- 
tionable, the society should revise facts 
to clarify relationship. between society 
and field workers, then apply for ruling. 

The committee consists of E. J. Jef- 
fries, Jr., Maccabees; A. W. Fulton, Se- 
curity Benefit, and Fred A. Service, 
Royal League. 





Plan for Huge Attendance 
at Detroit N F. C. Rally 


DETROIT—A plan to bring insur- 
ance field workers representing fra- 
ternals to Detroit for the National Fra- 
ternal Congress next August as a re- 
ward for extra production was presented 
before the general convention committee 
here by R. E. Morris, actuarial depart- 
ment Maccabees. He suggested fraternals 
adopt the method used by many legal 
reserve life companies for their sales 
conventions. ; 

The National Fraternal Congress it is 
believed will bring more than 25,000 
delegates to the city. C. L. Biggs, Mac- 
cabees, N. F. C. president, plans a pro- 
gram of demonstrations, drills and other 
features that is expected to draw fra- 
ternalists from far and wide. 


NEW YORK 


FREID AGENCY TO MOVE 


The Isadore Freid agency of New 
England Mutual Life in New York City 
will in January move from 60 East 42nd 
street to larger quarters in the National 
City building, 17 East 42nd street. In- 
creased business has made the change 
necessary. 











SUGGESTS PROSPECTIVE DRIVE 


Because agents have been combing 
their prospect files in a concentrated 
effort to sell policies before the contract 
changes go into effect the first of the 
year, Superintendent of Agencies H. G. 
Kenagy has suggested to Mutual Bene- 
fit Life general agents that they devote 
the week between Christmas and New 
Years to a campaign to insure that each 
agent has a list of at least 75 prospects 
whom he has never called on before. 
Mr. Kenagy feels that if each agent has 
75 fresh prospects on whom to work 
after the year begins he will have pretty 
well solved the problem of having 
enough people to see. 


CHANNING DAVIS* RECORD 


Channing Davis finished his first year 
as manager of the Canada Life in New 
York City by piloting his agency to first 
honors among all the company’s United 
States agencies in the recent eight week 
“orand challenge’ contest in honor of 
President A. N. Mitchell. The agency 
exceeded its quota by 66 percent, the 
only offices to better this percentage 
being two agencies located in Canada. 
The contest was based on quotas which 
were assigned on the basis of past pro- 
duction and buying power in the cities 
where the agencies are located. 








Three members of the Davis agency 








Decides to Coast 





ERNEST W. 


OWEN 


Ernest W. Owen, who is retiring as 
Detroit manager of Sun Life of Can- 
ada on Jan. 19, is one of the most 
widely known agency heads in the coun- 
try. He has been active in the affairs 
of the National Association of Insurance 
Agents. He served two terms as secre- 
tary and several terms as trustee. At 
the meetings of the National Council 
Mr. Owen always enlivened the proceed- 
ings by giving an account, as chairman 
of the International Council, of his ef- 
forts to organize life underwriters asso- 
ciations in Afghanistan, Egypt, Chile, 
Moscow, Labrador and other foreign 
points. He is known to hundreds as a 
cordial, hearty friend. 








were among the top dozen men in the 
entire contest. F. E. Gendron was in- 
ternational top man; A. M. Ringel was 
third and H. F. Underwood was 
eleventh. 


OTT CHRISTMAS PARTY 


The A. V. Ott agency of Equitable 
Society in New York City held its 
Christmas party with wives and children 
of those connected with the agency in- 
cluded. Singing of Christmas songs was 
a feature. 

The group was entertained by the 
children who participated in dances, 
songs and stories. Santa Claus visited 
the party and distributed presents trom 
a beautifully decorated Christmas tree. 





LARGE INCREASE IN N. Y. 


Sales of ordinary life for November in 
New York City as estimated by the 
Sales Research Bureau and released by 
the New York City Life Underwriters 
Association showed a large increase over 
a year ago, reversing the downward 
trend that has prevailed for some time: 
November, 1938, $61,979,000; November, 
1937, $49,989,000. 





McBride Agency Listing Corrected 


In the Underwriters’ Hand-Book of 
Missouri for 1938, recently published, 
an unfortunate error appears in the list- 
ing of W. I. McBride of Columbia, Mo. 
The W. I. McBride agency is incor- 
rectly listed as district managers for 
Equitable Life of New York whereas it 
is district managers of Equitable Life 0 
Towa. 


— 
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Sales Ideas and Suggestions 











General Agent Tells 12 Rules 
for Success in Selling 





PITTSBURG—Twelve points for a 
prospective or new agent to consider in 
determining his chances of success were 
outlined by S. M. Thompson, general 
agent Lincoln National, speaking at a 
meeting of the Butler branch Pittsburgh 
Life Underwriters Association. 

He outlined these as: 

“First, Do you like the life insurance 
business? Are’you confident that it is 
safe; that it provides you with a feeling 
of security for yourself and for your 
friends and policyholders; that you have 
a mission to perform in life? Be sin- 
cere. 


Needs to Be Gregarious 


“Second: Do you like people? The 
answer determines whether you will 
seek their company. How are you go- 
ing to get policyholders if you want to 
be alone, like the famous Garbo? A sys- 
tem showing when you actually con- 
tacted your friends and acquaintances 
will not only mean more business but 
will usually show you a poor picture of 
‘keeping in touch.’ Be sociable. 

“Third: Do you have a planned sales 
talk? Perhaps you don’t believe in or- 
ganizing your sales ideas. Proof that it 
pays is shown by all successful under- 
writers, not the agent for a year but the 
man who is making life insurance a life 
work. Organize your presentations. 


Knowledge of Business 


“Fourth: Do you know the questions 
and answers about your business? Do 
you stumble when a prospect has an 
idea of his own? Prospects also think. 
One of our salesmen recently made a 
cold-canvass call on the president of a 
great company. The president said, ‘I 
am absolutely not interested and be- 
sides, I am far too busy to talk to a 
life insurance agent anyway. Our agent 
replied, ‘May I ask just one question? 
Would you give me the same answer 
if your doctor had just told you that you 
had only 24 hours more to live?’ The 
prospect said, ‘That is interesting. Come 
around and see me next week, say 
Thursday. at 10. Be prepared. 

“Fifth: Do you have a schedule or 
do you just wander, hoping that some- 
thing will happen, hoping that the Lord 
will not permit one of His lambs to get 
lost? Many a full-grown sheep has fal- 
len into the spring. Can you discipline 
yourself? Do you have a regular time 
to arise, to retire, to start work? Do 
you know the shortest number of miles 
in which you can see a definite number 
of suspects and prospects? Do you 
plan your work? Be alive. 


Good Physical Appearance 


“Sixth: Do you keep well-groomed 
and physically fit? Spend an hour a day 
on your appearance. No one wants to 
spend time with an agent who wears 
tither a dirty or a loud tie. People like 
to deal with success. No one wishes to 
Waste time with a chronic complainer. 

ethaps a cooperative wife will see that 
you have the right breakfast. 

Seventh: Are you a good prospec- 
tor? Be a creator as well as an ob- 
Server. One day a week could well be 
spent in watching for new prospects 
and in studying new plans. One of my 
surance friends is always ‘out of pros- 
ects; another said he could go 10 years 
without getting any new prospects. Who 
's buying insurance today? 

Eighth: Are you able to finance 
Yourself? In spite of the old adage that 
an is the root of all evil,’ its proper 

anagement may prove your success or 





your failure. A simple accounting sys- 
tem is necessary even though it may be 
only ‘put and take.’ William Duff, an 
excellent example of money manage- 
ment, says, ‘Don’t ask your money 
where it went; tell it where to go.’ 
“Ninth: Do you keep well-informed? 
An hour a day of study will cause a doc- 
tor, a lawyer, an executive or an under- 
writer to grow in mind and in ability. 
Do you read and study at random? 
“Tenth: Do you keep records with- 
out too much detail? It pays. The 
leaders know the value of calls, inter- 
views and policyholders’ records. I have 
devised a green reminder sheet that 
helps me and our agents to keep on the 
job more effectively. Have a system. 
“Eleventh: Do you watch public re- 





lations? Success depends much on your 
contacts and friendly relations with the 
public. Advertise a little. Speak occa- 
sionally. Do something to help make 
your community better. Keep in touch. 
“Twelfth: Do you keep a prescription 
for a successful underwriter? Our 
prescription is take 25 percent knowl- 
edge; 25 percent energy and mix well 
with 50 percent horse sense and you will 
have a good underwriter. Have a goal. 
“Success often hinges on the ability 
to grasp an opportunity. Sentiment also 
plays a part in our success. A well 
known picture ‘Insurance Men Annoyed 
Her Father’ is a good example. Often a 
human interest story from a newspaper 
will be of great assistance. To the radio 
fan who remembers Roxy and his thea- 
ter in New York, this statement may 
prove effective, ‘Everybody knew Roxy 
(Samuel L. Rothafel). Did you notice 
that newspaper item about Roxy’s es- 
tate? He left a net estate of $215,560. 
The assets included life insurance total- 
ing $215,537. In other words, his estate 
outside of life insurance was $23.” 





Valuation of Business and 
Good Will for Taxation 





The valuation of business interests 
and goodwill for federal estate and in- 
heritance tax purposes was discussed 
at a meeting of the Life Insurance & 
Trust Council of Boston by George T. 
Finnegan, lawyer and public account- 
ant. 

If Mr. Finnegan’s audience got 
nothing else out of his address, they 
certainly obtained an appreciation of 
some of the rather complicated pro- 
cesses necessary in determining the fair 
market valuation of a business interest. 
It was emphasized that methods of 
valuation are seldom controlled by any 
artificial rules but must be determined 
instead by a study of all the factors. 
The weight of these factors will in every 
case depend largely upon the training 
and intelligence of the expert who has 
the matter in hand, although there are 
certain evidences of value which are 
exceedingly pertinent: Such, for in- 
stance, as recent sales at arm’s length 
of all or part of a business; market quo- 
tations of stock of a close corporation; 
bona fide offers to buy, etc. 


Methods of Valuation 


One of the most interesting portions 
of the address was his description of the 
methods of valuation applied to the 
various assets and liabilities of a busi- 
ness—such assets as cash and accounts 
receivable, inventories, current market- 
able securities, land, buildings, machin- 
ery, and equipment, and it was empha- 
sized particularly that the valuation of 
such assets must be their value to a 
going concern. These, and not liquidat- 
ing values should be chosen. 

The appraisal of liabilities was de- 
scribed and preferred methods of valua- 
tion indicated. Following this, Mr. 
Finnegan turned his attention to the 





valuation of good will, which represents 
excess earning power of the business 
producing a rate of return above the 
average on the amount of the net assets 
involved. He defined good will as “the 
advantage in custom which the business 
has acquired beyond the mere value of 
what it has to sell.” 


Sources of Good Will 


Such good-will may arise from several 
sources, such as preferred customers, 
the superlative properties of a product, 
especially successful advertising, a long 
period of successful business dealings, 
established reputation of an individual 
firm or corporation for honest, efficient 
and courteous service. It may arise also 
from patents, leaseholds, or contracts. 

In the valuation of the good-will fac- 
tor, the point was again made that no 
general rule could be followed in every 
case, The problem required a considera- 
tion of many items, such as capital, em- 
ployment, earnings, history of the busi- 
ness, the character of the management, 
the immediate future possibilities of the 
business, and “any other factors into 
which the average purchaser may be 
presumed to inquire.” 


Influence of Special Person 


Of special interest to life insurance 
men was Mr. Finnegan’s remark that 
“good-will is the least stable of any as- 
set. It is influenced by changes some- 
times hard to foresee, such as changes 
in trading locations, in styles, in man- 
agement, or in the form of a product. 

“It may be that a business has excess 
earnings because of a good-will that at- 
taches to the ability or presence of some 
individual engaged in that business, 
which good will may be of a transfer- 
able nature. It may be the genius of 








FACT FILE INFORMATION 


Rejection of Applications 


On business of average size the rejection rate varies 
from 5 to 10 percent. On larger policies up to $500,000 the 
rejection rate is 25 percent, over $500,000 about 40 percent. 


Source: J. M. Laird, Connecticut General—N. U. 10-7-38. 


Clip and paste on 3x5 file card for future reference. 








Playing Averages Way to 
Successful Production 





Play the averages and make them 
work for you if you want more dollars, 
was the advice given members of the 
St. Louis Life Underwriters Association 
by Max Derryberry, St. Joseph, Mo., 
agency director New York Life, at a 
luncheon meeting. He has a fine per- 
sonal production record, making the 
$200,000 club in his first year when he 
started in 1921, and later qualifying for 
the Top Club. He was instructor of 
agents in the Denver branch, then 
agency director Pueblo, Colo., branch. 

Mr. Derryberry said chain stores play 
averages and do not guess; likewise suc- 
cessful gamblers in all lines. He said 
$200,000 yearly production will bring the 
life agent $5,000 annual income. He 
noted the number of persons an agent 
must see to write given quotas of differ- 
ent types of policies. If an agent will 
work hard enough to expose himself to 
a sufficient number of persons in the 
various groups, he is sure to get the 
desired results. 


Gives Work Schedule 


If an agent will properly interview 
eight selected persons he is sure to sell 
one $10,000 or better policy. Seven in- 
terviews properly made should net a 
policy from $5,000 to $10,000. To sell 
policies in the scale from $3,000 to $5,- 
000, experience showed, the ratio was 
one sale in six interviews, while for 
“mine run” business—policies of from 
$1,000. to’ $2,500—one sale results in each 
five interviews. To produce $200,000 an 
agent working averages would write 
three $10,000 cases annually, six in the 
$5,000 group, 12 for $3,000 each, and 95 
of the mine run type, and would inter- 
view 633 persons in a year, or two each 
working day. 

A work sheet for time control is es- 
sential, he said. Another important fac- 
tor is enlistment of the wife’s aid. Mrs. 
Derryberry, he said, checks him from 
day to day on number of interviews and 
types of prospects he calls on. He put 
this plan in effect in 1922. 


Urges Sticking to Plan 


“If you start an organized plan of 
selling have the courage to keep at it,” 
he said. “You must have some selling 
plan if you hope to get anywhere in this 
business.” 

He then outlined the success of some 
of his own agents who have tried this 
system of time control. One agent made 
42 interviews in a month and wrote 16 
applicants for $59,000; another 41 inter- 
views and 11 sales for $41,000; a third, 
in Lebanon, Kan., 62 prospects and 
made 18 sales for $39,000. 








that individual which gives rise to a 
measure of the excess earning capacity. 
It may be that upon termination of the 
services of that individual the excess 
earnings will cease, or greatly diminish. 
The presence of such a condition would 
tend to nullify the existence of transfer- 
able good will. Such good will is not 
within the control of the business and 
cannot be transferred and it is obvious 
that such good will is not to be con- 
sidered beyond the term of life or con- 
tinued association of the individual 
whose genius or ability provides the ex- 
cess earning capacity.” 

There could not be a better statement 
of the need for key man business insur- 
ance than that just quoted. 

On the whole, the address was ex- 
ceedingly enlightening in making clear 
to the life insurance men that any at- 
tempt on their part to assume duties and 
responsibilities of the expert account- 
ant would be not only futile but danger- 





ous to the interests of their clients. 











20 


FkeNATIONAL UNDERWRITER 


December 23, 1938 











[||| scrcanues |||[] 


CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 


CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 




















DISTRICT OF COLUMBIA 


Specialty, Income Taxes of Insurance 
Companies 


WILLIAM W. CHAMBREAU 


Consulting Actuary and Tax Consultant 
Organization, Management, Tax Service 
Investment Bldg., Washington, D. C. 














ILLINOIS 


WALTER C. GREEN 


Consulting Actuary 
Suite 3910 
135 South La Salle Street, Chicago 
Franklin 2633 




















DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
160 N. La Salle St. Chicago, Illinois 
Telephone State 1336 




















HARRY S. TRESSEL 
Certified —_ Accountant and 
10 S. La Salle : Si, Chicago 

Associates 


Franklin 4020 














INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha 














HARRY C. MARVIN 
Consulting Actuary 


8th Floor Peoples Bank Building 
INDIANAPOLIS, INDIANA 




















NEW YORK 


MILES M. DAWSON & SON 


CONSULTING ACTUARIES 
500 Fifth Avenue New York City 











Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert D. Holran 
8 West 40th Street New York City 

















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 








Associates 
Fred E. Swartz, C.P.A. 
E. P. Higgins 


THE BOURSE PHILADELPHIA 























Complete financial data, policy facts, 
rates and values in the 1988 Unique 
Manual-Digest. $5. National Under- 
writer. 


NEWS OF LIFE 


ASSOCIATIONS 





Survey Plans for 


National Convention 


ST. LOUIS — With view of gauging 
properly the scope of its activities in 
connection with the next annual meeting 
of the National Association of Life Un- 
derwriters, the golden anniversary com- 
mittee recently mailed to all life under- 
writers in St. Louis a questionnaire ask- 
ing them to designate their choice of 
activities for the 50th annual meeting 
of the national body to be held here the 
week of Sept. 24. 

To stage this affair properly, and with 
due credit to the St. Louis association 
and the city itself, is a gigantic under- 
taking and requires various activities all 
properly tied in to make a well balanced 
program. 

The questionnaire also outlined various 
committees that will function and the 
duties of each, and the agents were 
asked to number in the order of their 
preference the committees on which 
they are willing to serve. 

Early replies to questionnaires were 
urged so that the work of the commit- 
oe can get under way as early as feas- 
ible. 


San Francisco—Leonard M. White, 
chairman of the Quarter Million Round 
Table, is stimulating interest in the or- 
ganization. The revised membership 
qualifications are $250,000 minimum paid 
personal production; $6,000 premiums 
and a minimum of 20 lives unless less 
number is approved. 

At a special women’s meeting Mrs. 
Katherine H. Pickett, Provident Mutual 
Life, told of her experiences in the field. 

Plans to step up the tempo of the 
San Francisco association during the 
coming year, particularly in developing 
public relations as a movement to stimu- 
late business production, were discussed 
at a meeting of directors. President V. 
T. Motschenbacher, manager for the Sun 
Life, outlined some of his plans and 
ideas to bring about the desired results. 
Discussion was also had as to the best 
membership campaign method, which 
would also stimulate greater interest in 
life insurance among the public. 

The January meeting will be along the 
lines of the caravan programs with sev- 
eral speakers. 


Chicago— The next business - getter 
sales clinic will be held Feb. 15. F. J. 
Budinger, Franklin Life; E. S. Hewitt, 
Zimmerman agency Connecticut Mutual; 
and H. N. Walter, Stumes & Loeb agency 
Penn Mutual, will give a skit showing 
actual working methods of average 
agents who are consistently increasing 
their incomes. The committee in charge 
of D. M. Phipps, Northwestern Mutual, 
will meet Dec. 28 to select participants 
in the clinic demonstration. Agency 
heads have been requested to send 
names of agents who have made steady 
advancement. 


Bloomington, Ill.— An open dinner 
meeting of the Bloomington-Normal as- 
sociation was held at which were repre- 
sentatives of many civic and business 
groups. Dr. D. M. Marvin, visiting pro- 


fessor of economics University of Illi- | 
nois, economist Royal Bank of Canada, | 
discussed methods of stimulating foreign | 
international | 


trade and remedying the 
economic situation. A. C. Brunk, asso- 
ciation president, noted 1939 is the 20th 
anniversary of the association, which has 
84 members representing 22 companies. 
It is estimated the members place about 
85 percent of life insurance written in 
Bloomington, he said. Mr. Brunk gave 
figures on contribution of life insurance 
to the community. He estimated it paid 
about $2,000,000 annually in benefits to 
the people there, that there was approxi- 
mately $16,000,000 assets behind the lo- 
cally owned insurance withdrawable by 
owners in cash on demand, about $100,- 
000,000 life insurance and annuities in 
force there and approximately $6,000,000 
new business was written there an- 
nually. 


New York—Thousands of baseball 
players can bat between .200 and .300 but 
the big money goes to those with the 
skill to bat over .300, said H. G. Kenagy, 
superintendent of agencies, Mutual Bene- 








fit Life, in emphasizing the importance 





of skill in a lecture in the association’s 
course. He stressed need of constant 
rehearsal, not only in developing skill 
but in maintaining it at a high level. 
He cited a number of examples from 
fields other than life insurance, as well 
as within the business, to show the 
vital necessity of skill and technique in 
gaining distinction. 


Denver—“‘Social Security and Life In- 
surance” was discussed by U. S. Senator 
E. C. Johnson at the monthly dinner 
meeting. He took an optimistic view 
of the life insurance business, declaring 
that while social security is a necessity 
for the lower third of the population, it 
does not conflict with life insurance; 
everybody knows life insurance is su- 
perior and fills a great need in American 
life. He expressed belief minor difficul- 
ties in connection with social security 
soon will be ironed out. 


Pittsburg, Kan.—Frank J. Mercer of 
Salina, secretary Kansas state associa- 
tion, gave the address. Three new mem- 
bers were admitted. An attendance com- 
mittee was appointed with E. M. Resler, 
Columbian National, chairman. 


Cincinnati — Approaching a prospect 
for life insurance was compared to run- 
ning for a street car and boarding it by 
Paul Speicher, Research & Review, In- 
dianapolis, in an address ‘“Pre-Approach 
and Approach. 

President G. J. Woodward, Equitable 
Society, presided; J. S. Drewry, Mutual 
Benefit, introducing the speaker. Mr. 
Woodward announced that Louis Behr, 
Equitable Society, Chicago, will speak on 
“The Presentation” Jan. 19. 


Greenville, S. C.—W. Lester Brooks, 
Charlotte manager of Jefferson Standard, 


spoke on “What It Takes to Make a 
Man Click.” He was introduced by Rus- 
sell Langley, state manager Jefferson 
Standard. 


Toronto — George E. Farrer, Canada 
Life, was elected president at the an- 
nual meeting; S. M. Wickens, Sun Life, 
first vice-president; C. F. Plewman, North 
American, second vice-president. Frank 
A. Buck, retiring president, becomes 
honorary president. 


Salt Lake City—Virgil H. Smith, sec- 
retary Beneficial Life, gave a_ talk 
“Turning Down the Good Risk and Pass- 
ing the Poor Risk.” Ralph M. Kahn, 
Union Central Life, presided. Musical 
numbers were given by a Beneficial Life 
quartette. The legislative committee had 
a meeting to discuss proposed legisla- 
tion. 


Richmond, Va.—Bert C. Nelson, Mil- 
waukee, a leading producer of the North- 
western Mutual Life and author of the 
life insurance book, “Sign Here,” will 
speak at the luncheon-meeting on “Pros- 
pecting That Brings More and Better 
Sales.” 


Rhode Island—Commissioner Cummings 
discussed the activities of the insurance 
department at a meeting in Providence. 
Every Rhode Island company had been 
examined during his administration, he 
stated, and legislation sponsored to per- 
mit revocation of licenses of companies 





considered in unsound condition, without 
waiting for technical insolvency. The 
division has undertaken closer supervyi- 
sion of agents and brokers. 


St. Paul—Herman Rampmeier of the 
Travelers reported on the Houston con- 
vention of the National association. 


Cleveland—‘“Life Underwriters Night” 
will be held Feb. 15 in Cleveland arena, 
where a hockey game will be played. 
Following this the life men will take the 
rink for a game of broom hockey, with 
a general agents’ team, playing agents. 
Cc. F. Lutz is chairman of arrangements. 


St. Louis—Directors arranged for a 
series of monthly conferences with the 
advisory council to make the association 
of more interest and value to members. 
The council serves as liaison agent, thus 
the board hopes to learn what members 
need or want from the association. The 
joint meetings, it is felt, may result in 
greater accomplishments. The next 
board meeting will be Jan. 4. 


Minneapolis — A campaign is being 
launched to familiarize students ana 
their parents with the part life insur- 
ance plays as an economic factor in the 
American way of living. Coincidentally 
the program is expected to suggest the 
possibilities of life insurance as a career 
for those who can qualify. Ellis J. 
Sherman, Penn Mutual Life, and Roger 
Wheeler, Bankers Life of Iowa, head the 
committee in charge. Speakers will talk 
before various scholastic groups. 


Pittsburgh—Denis B. Maduro, counse) 
for the New York association, will speak 
at the Jan. 6 meeting. 


Portland, Ore.—‘‘Life Lite” is the title 


of the new official publication. John 
Standish is editor. 
Buffalo — Stanley E. Martin, general 


agent in Columbus, O., for the State Mu- 
tual Life, discussed “Selling with Facts.” 





Grand Rapids—Eighty agents regis- 
tered for the 15-week’s training courses. 
At the first session, L. D. Smith, insur- 
ance attorney, discussed legal aspects of 
insurance and urged agents to explain 
policy provisions and all appended 
clauses and altered terms to buyers. A 
public speaking class brought out 23 
agents, E. W. Dunn being instructor. A. 
B. Millard, association president, is 
chairman of the speaking class. R. 0. 
Young presided at a round table discus- 
sion of insurance problems in the in- 
surance course. 





Oakland-East Bay, Cal.—Dr. Laurence 
L. Cross, pastor Northbrea Community 
church, Berkeley, Cal., nationally known 
radio figure, was principal speaker at a 
Christmas luncheon. Ladies were invited 
to attend. Gerald Whitaker, Oakland 
manager Travelers, association president, 
presided. 


Kankakee, Ill.—A. E. McKeough, past 
president of the Chicago association and 
present chairman of the membership 
committee of the Illinois state associa- 
tion, spoke here. His topic was “Asso- 
ciation Work.” Mr. McKeough is gen- 
eral agent for the Ohio National Life in 
Chicago. 


Idaho Falls, Ida.—Lester Greenwood 
spoke on “Term Insurance Versus Level 
premium.” A luncheon will be held on 
Dec. 17. 
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RECENT COURT DECISIONS 








Two Decisions 
Over Old Policies 
of Inter-Southern 


In Kentucky Home Life vs. Marks, the 
Kentucky court of appeals gave a de- 
cision in favor of the beneficiary in 
connection with an old Inter-Southern 
Life policy. 

The premium due July 11, 1932, was 
not paid and the assured died March 13, 
1933. On April 8, 1932, the Kentucky 
department brought an action for re- 
ceivership for Inter-Southern Life. Re- 
ceivers were appointed and on Aug. 8, 
1932, the court approved an agreement 
whereunder Kentucky Home Life took 
over Inter-Southern Life assets. 

If the policy in question was in force 
as extended insurance on Aug. 8, 1932, 
—the date the receiver was appointed— 
then Kentucky Home Life is liable. The 
court found that this was the case. Not 
only does the policy specify that the 
extended insurance shall begin as of the 
due date of the premium defaulted, but 
that is in accord with insurance eco- 
nomics and general law, according to 
the court. 

If the policy was in full force and 
effect on Aug. 8, 1932, then Kentucky 
Home Life would not be liable. Ken- 
tucky Home contended that, since the 
premium could have been paid any time 
during the grace period, including three 
days after the reinsurance agreement be- 
came effective, the policy continued as 
an unimpaired contract and may not be 
regarded as a contract of extended in- 
surance. 


Another Inter-Southern Case 


The Kentucky court of appeals 
handed down another decision against 
Kentucky Home Mutual Life in con- 
nection with an old Inter-Southern 
policy. This decision was in the case 
of Kentucky Home Mutual vs. Hardin. 

In 1929 Inter-Southern issued two 
policies to Hardin with disability ben- 
efits. He was injured and filed proofs 
of disability June 10, 1930. Inter-South- 
ern paid the disability claim. 

On June 6, 1933, Hardin brought ac- 
tion against Kentucky Home to recover 
disability payments due since March 10, 
1932, when Inter-Southern was placed 
in receivership. Under the reinsurance 
agreement, Kentucky Home agrees to 
assume 50 percent of the liability under 
disability waiver of premium claims and 
monthly income disability claims ap- 
proved prior to and/or in force as of 
the date upon which the reinsurance 
agreement became effective. 

The jury returned a _ verdict for 
Hardin in the amount of 50 percent of 
the original liability of Inter-Southern. 
This judgment Kentucky Home paid, 
but it failed to make further disability 
Payments and on Oct. 3, 1934, Hardin 
filed another action. The jury returned 
another verdict in favor of Hardin. Ken- 
tucky Home appealed. 

_ The Kentucky court of appeals held 
in favor of the assured. 





Filing of Assignment with 
Insurer Not Necessary 


The New York appellate division, 
first department, has rendered a de- 
cision in favor of the person to whom a 
policy had been assigned as against the 
beneficiaries named in the policy. The 
case was Hoefler vs. Whelan. 

Vhelan, an infant, got a judgment 
against the assured in 1936 in an action 
for personal injury. The written agree- 
ment of settlement provided that the 
assured place with Whelan his life poli- 
cies and that in the event of the as- 
sured’s death, the sum remaining unpaid 
On the judgment shall be payable from 





the proceeds of the policies. The as- 
sured died after that settlement was 
made. Prior to his death he selected 
one of the options in the policies in 
favor of his three daughters. However, 
he reserved the right to change the 
beneficiaries. 

The appellate division held that the 
assignment made by the assured during 
his lifetime was valid. Generally, where 
there is a right to uhange a beneficiary, 
an assured may assign the proceeds of 
a policy. The assured actually deliv- 
ered possession of the policies to 
Whelan. Although Whelan did not file 
the assignment with the insurer, that 
fact is immaterial since the insurance 
company does not contend that the 
assignment was invalid. 

Whelan is entitled to collect for the 
amount due on his claim from the pro- 
ceeds of the policies. 


“Burning of Dwelling 
House” Clause Is Construed 








The Nebraska supreme court some 
time ago was called upon to consider 
the clause in an accident policy provid- 
ing certain benefits in case the assured 
shall be injured or meet death by the 
burning of any dwelling house in which 
the insured shall be at the beginning of 
such fire and is burned by such fire or 
is suffocated by the smoke therefrom. 
The case was White vs. Washington 
National. 

The insured was heating a can of paint 
remover in the kitchen of a house when 
an explosion occurred. The kitchen was 
in flames immediately. Considerable 
damage was done to the room and con- 
tents. The insured escaped from the 
room but was so badly burned that he 
died the next morning. 

The wording of the clause, according 
to the supreme court, unmistakably re- 
quires the burning of a dwelling house, 
either in whole or in part. The evidence 
was that the building as well as the con- 
tents were badly damaged. The only 
question remaining is whether there was 
any evidence of a substantial nature 
tending to prove that the insured suf- 
fered his injuries by reason of the burn- 
ing of a dwelling house sufficient to jus- 
tify the submission of the case to the 
jury. The trial court, according to the 
supreme court, properly submitted the 
case to the jury. 


Non-Medical Policy Decision Given 


A non-medical policy may be avoided 
by the insurer with proof that on the 
delivery date the assured was seriously 
afflicted with a fatal malady which con- 
tinued uninterrupted and in due course 
caused the death. That was the de- 
cision of the Oklahoma supreme court 
in Home State Life vs. Turner. Home 
State Life, the supreme court held, is 
not required to establish that the as- 
sured on the date the policy was re- 
ceived, knew that he was _ seriously 
afflicted with such fatal malady or to 
prove the falsity of the statements in 
the application. 


Inadvertence Is Not Fatal 


An inadvertence in calculation of the 
amount due the assured by an insurer 
in making legal tender of premiums at 
the time it seeks to effect cancellation 
of the contract does not invalidate a 
court decree, cancelling the policy. This 
was the decision of the United States 
circuit court of appeals for the fourth 
circuit (North Carolina) in Guyes vs. 
New York Life. Prior to institution of 
suit, New York Life advised the as- 
sured that it had elected to cancel the 
reinstatement of his policy and tendered 
its check in the amount of $225. Pend- 
ing the entry of the final decree, it was 
discovered that in the calculation of the 
interest on the principal amount of the 
refund, the rate of 5 percent had been 











used instead of the North Carolina legal 
rate of 6 percent. 

New York Life secured leave of 
court and paid into the registry of the 
court the correct amount of the refund 
with interest at 6 percent and filed an 
amendment to the bill of complaint set- 
ting out that fact. The higher court 
said the statement of these facts suffi- 
ciently shows that the mistake origi- 
nally made by New York Life consti- 
tuted no impediment to the rendition of 
the decree in the lower court. 

The policy was canceled on the 
ground that a reinstatement had been 
granted on the strength of false state- 
ments made by the insured concerning 
his health. 


Chronic Alcoholism Is Not 
Self-Inflicted Injury 


The Maryland court of appeals, in 
New England Mutual vs. Hurst, was 
called upon among other things to de- 
cide whether chronic alcoholism is a 
self inflicted injury and thus not com- 
pensable under the total and permanent 
disability clause of a life policy. The 
court stated that since the assured does 
not appear to have had conscious knowl- 
edge of the danger that his drinking 
might develop from harmless indulgence 
into the baneful disease of chronic alco- 
holism, the disease may not be said to 
have been self inflicted. If the evidence 
were such that reasonable men might 
differ upon whether or not the chronic 
alcoholism of the assured was self in- 
flicted, the question of intent would have 
been an issue for the jury. In this 
court’s judgment there was no ground 
to submit the question to the jury. 


Home Life of Arkansas Deal 
Involved in Litigation 


The Arkansas supreme court has re- 
jected the effort of the widow of J. D. 
Arnold, who was vice-president of the 
old Home Life of Arkansas, to collect 
under a policy, to the cancellation of 
which Arnold had consented. The pol- 
icy was issued in 1922. Home Life went 
into receivership and the business was 
taken over by Central States Life with 
a 50 percent lien. After Arnold had paid 
four quarterly premiums to Central 
States Life, he agreed that his policy 
should lapse on account of inability to 
pay the premium. 

The suit was filed more than five 
years after Arnold had consented to a 
cancellation. 

The supreme court stated that Mrs. 
Arnold occupied the contradictory atti- 
tude of seeking a benefit out of the rein- 
surance in a claim against Central States 
and alleging in effect the invalidity of a 
transfer of all the assets of Home Life 
as an inseparable part of the same con- 
tract. 

The court below erred in not directing 
a verdict for Home Life the supreme 
court stated. 











Insurer’s Burden Not Increased 


The state of Washington supreme 
court waved aside the contention of 
Kansas City Life that the instruction 
given by the trial court to the jury that 
the burden was upon Kansas City Life 
to establish to the “satisfaction, by a 
preponderance of the evidence” that the 
assured committed suicide, imposed 
upon Kansas City Life a greater burden 
of proof than merely a “preponderance 
of the evidence.’ The supreme court 
gave judgment for the beneficiary. 

The sole question of fact was whether 
the death of the assured was the result 
of an accident or of an intentionally self- 
inflicted wound. Different theories 
might be advanced as to how the rifle 
could have been discharged. It was for 
the jury to say. The strongest motive 
assigned for the theory of suicide was 








Illegal Reinstatement Is 
Voided by Texas Court 





Acceptance of a late premium pay- 
ment by a traternal society’s local secre- 
tary with knowledge of the insureds 
poor health in violation of the suspen- 
sion and reinstatement law does not 
waive the insured’s suspension. This is 
the gist of a ruling by the court of civil 
appeals of ‘fexas in the case of Wood- 
men of the World vs. Thacker. The de- 
cision is digested by Richard F. Allen, 
assistant counsel of the Standard Life of 
Topeka and secretary-treasurer of the 
Fraternal Society Law Association. 

The action was to recover death bene- 
fits, the association denying liability on 
the ground the insured was in suspen- 
sion when he died March 16, 1937. It 
appeared the February, 1937, premium 
payment was made March 8 to the finan- 
cial secretary by the insured’s wife, 
while visiting the insured, who was sick 
in hospital, and the secretary said the 
late payment was all right. The insured 
died a few days later from disease. After 
the association learned the facts the pre- 
mium payment was returned by check. 

The by-laws permitted reinstatement 
of a suspended member providing he 
was in good health and remained so for 
30 days, and also provided that local of- 
ficials could not waive any association 
laws. The lower court, however, held 
the association and its local secretary 
waived provisions and was estopped to 
deny liability. 

The appellate court held the financial 
secretary did not waive the rules by ac- 
cepting delinquent premium payment. 
The association was empowered by law 
to adopt a nonwaiver by-law, which 
could not be nullified by judicial decree. 
Since the insured was in poor health 
there was not valid reinstatement. Re- 
tention by the association of premium 
payment made for the purpose of rein- 
statement until it had actual knowledge 
of the facts was not waiver of its right 
to forfeit the certificate for nonpayment 
of premium the court also held. 








the assured’s extreme disgust with him- 
self for what he had done on the previ- 
ous day and possibly for other esca- 
pades. He otherwise appears to have 
been a young man ambitious to educate 
himself and improve his condition. It 
cannot be said that the weight of the 
evidence was against the jury’s verdict 
in favor of the beneficiary. 


Finds Mistake One of Opinion 


The question in an application for re- 
instatement: “Do you warrant and de- 
clare that you are of sound constitution, 
temperate habits and in good health?” 
seeks to elicit an opinion and a mistake 
in the expression of an opinion in an- 
swer to a question in an application 
made in good faith, will not vitiate the 
policy. On this theory the West Vir- 
ginia supreme court of appeals held for 
the beneficiary in Layfield vs. Jefferson 
Standard Life. In the present case, the 
court declared, the jury had the right 
to infer that the assured, relying upon 
the examination of Jefferson Standard’s 
own medical examiner, actually thought 
her health good. 


Facility of Payment Clause 


The United States circuit court of 
appeals for the District of Columbia in 
Brown vs. Metropolitan Life, et al., held 
that under the facility of payment clause 
in an industrial policy, payment of the 
proceeds to blood kin, made in good 
faith, is an absolute acquittance of the 
insurer. Here Metropolitan Life paid 
the full amount of the policy to a sis- 
ter, a relative by blood, who additionally? 
was found by the lower court to be 
equitably entitled thereto. The wife 
sought to upset the deal. 
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@ Loose-leaf for progressive accumulation of up-to-date data. 


@ Not mere editorial opinion but experience and practices of 
successful Underwriters — indexed for easy finding. 


HE DIAMOND LIFE BULLETINS 
SERVICE gives you everything you 
need and can use in the way of selling ideas 
and statistical information “under one roof.” 
i You gain access, thru The Diamond Life 
® Bulletins Service, to the best and most prac- 
tical selling plans as they are developed by outstand- 
ing Underwriters. In many instances, extremely 
valuable ideas come to our desk automatically 
because of our long established editorial contacts 
over the entire country with the best thinkers in 


the business. In addition, ideas are gathered by 
personal conference with the editors, by a study of 


all Company house organs, by regular monthly 
reviews of general business magazines, trade papers, 
services and texts on general selling, as well as 
current Life Insurance literature. 


This great reservoir of material is made prac- 

" tical for your use by expert editing which fits 

it to your needs—bringing to you practical material 

in its most usable form. All this material is classi- 

fied and indexed for easy reference. Hence, it is 

unnecessary for an Agency to accumulate a great 

library of unrelated books and services with their 

excess of unusable material, not to mention the 
expense. 


These practical ideas are placed at your finger 
® tips for ready reference and assured against 


ioss after filing, because The Diamond Life Bulletins 
Service is bound in loose-leaf form. 


New and worthwhile plans and techniques are 

* yours as fast as they are developed —to be 

easily, quickly incorporated in The Diamond Life 

Bulletins binders. Your Service in this way is 
always kept up to the minute. 


You will also have at your finger tips a com- 
=" posite rate book of 45 leading companies 
corrected monthly. Not merely announcements of 
changes as given in news magazines, but actual 
rates, actual dividends, actual surrender values and 
exact policy information as shown in company rate 
books and their supplements—filed where you can 
quickly and easily find them. 








“A MILLION DOLLARS AN OUNCE" 


In addressing the New York City Life Underwriters Association’s November meeting, L. A. Cerf, Sr., retired New 
York City General Agent of the Mutual Benefit Life and one of the greatest General Agents the country has ever pro- 
duced, recommended that Agents study the Diamond Life Bulletins. He said, “Friends, there is stuff in the D. L. B. 
that is worth a million dollars an ounce.” 








TWO EASY MONTHLY PAYMENT PLANS 


1-year Time-Payment Plan; ($78) $6.50 with order and $6.50 a month for eleven months. 
2-year Time-Payment Plan; ($120) $5.00 with order and $5.00 a month for 23 months. 
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